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5... at your service!” 


On the mezzanine floor of the Jefferson Hotel opposite 
the registration booth you'll find a time- and step-saving 
corner for your convention convenience. A staff of helpful 
attendants will be... at snd service! 
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WHAT’S GOING ON 
IN ST. LOUIS 


Where to go, what to see 
and how to get there... 
here’s the young lady 
with all the answers. 


CLEARING HOUSE 
FOR MESSAGES... 


You can receive messages 
from your friends...leave 
messages for them at 
service center. 
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HOME TOWN PAPERS “MADE IN ST. LOUIS” PRIZES 


Newspapers will be placed “~ 20 registered conventioneers will win valu- 
on file each day from met- able prizes. Just register at Service Center. 
ropolitan cities so you can "| / ~~ You may be a winner! 

“keep up” on your home 

town events. 
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The blueprints for providing increasing life insurance services for more 
and more American families are being drawn today. The architects are 
the life underwriters of the nation working individually and through the 


N. A. L. U. 


By membership in the N. A. L. U. more than 50,000 men and women 
are exchanging ideas to the end that the benefits of life insurance to the 
public are multiplied. They are fostering high principles of business 


and are creating a sincere spirit of cooperation for the good of all. 


This is as it should be. We commend the N. A. L. U. for it. 


KANSAS ATTY LAKE INSURANGH 


KANSAS CITY MISSOURI 
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What a hit! That homer wins the game for the Elm Street Giants— 


and makes Tommy the hero of the hour. 


Tommy's “safe at home” in another sense, too. Another kind of 
hero — less spectacular, perhaps, but a man whose job is of heroic 
proportions — helped Tommy’s father assure him of three impor- 
tant legacies: his mother’s full time care during his formative years; 
the family home that Tommy and his mother love; and a chance for 


Tommy to go to college. 


Who is he? You know him as well as his millions of other friends 


know him. Why, sure. He’s the Prudential Representative. 


THE PRUDENTIAL INSURANCE COMPANY 
OF AMERICA 


o re 
J]! PRUDENTIAL 


A MUTUAL LIFE INSURANCE COMPANY 








HOME OFFICE NEWARK, NEW JERSEY 
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The LINCOLN NATIONAL LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


More Than $3 Billion Insurance In Force 
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TO 57 EXEMPLARY PUBLIC SERVANTS... 


Coon oratulations!  . 


I AM SURE that our entire organization joins me in felici- 
tating the 57 Equitable members of the 1948 Million Dollar 
Round Table whose names appear below.” 

I know all these men—as distinguished representatives of 
The Equitable Life Assurance Society of the United States. But 
I also know them as outstanding citizens—men who look on life 
insurance not as just a means of earning a livelihood, but as an 
opportunity to serve their community and their fellow men. 


fe PO 


President 


il M. LEE ALBERTS LEO F. DUAX, C.L.U. * CARL E. HARRIS FRANK J. RUBENSTEIN 
| Chicago, III. Milwaukee, Wis. Chicago, Ill. Baltimore, Md. 

| LAWRENCE E. ANDERSEN WILLIAM M. DUFF, C.L.U. JOHN H. HOUSTON MARTIN 1. SCOTT, C.L.U. 
{| Los Angeles, Cal. Pittsburgh, Pa. Portland, Ore. Los Angeles, Cal. 

MH RAYMOND B. ANTHONY HERMAN C. EDWARDS J. D. E. JONES, SR. MARVIN SHERMAN, C.L.U. 
I} 

/ Chicago, Ill. Chicago, Ill. Providence, R. I. Los Angeles, Cal. 

Hi 

il MRS. MILDRED P. BEHR ISRAEL C. FELDMAN HAROLD E. KAYE, C.L.U. LEON GILBERT SIMON 
| Chicago, III. Philadelphia, Pa. Los Angeles, Cal. New York, N. Y. 

| T. JAMES BROWNLEE SAMUEL W. FIELDS WALLACE A. KELLEY LISLE A. SPENCER, C.L.U. 
| | St. Louis, Mo. . Philadelphia, Pa. Boston, Mass. Pittsburgh, Pa. 

Hl LLOYD H. BUNTING CECIL FRANKEL FRANK H. KNIGHT HARRY STEINER, C.L.U. 
il New York, N. Y. Los Angeles, Cal. Providence, R. |. Chicago, Ill. 
i} 

i GEORGE B. BYRNES, C.L.U. DAVID A. FREEDMAN STANLEY S. LEEDS RON STEVER, C.L.U. 

i] Los Angeles, Cal. New York, N. Y. Los Angeles, Cal. Los Angeles, Cal. 

| ) FRANK J. CHANDLER ROBERT S. GAY JOHN E. LEHMAN J. E. B. SWEENEY 

MT Milwaukee, Wis. Detroit, Mich. Chicago, Ill. Charleston, W. Va. 

| JOHN C. CLASPER PAUL J. GELPI, JR. ROBERT B. NATHAN CHARLES WASSER 

il Chicago, III. New Orleans, La. Chicago, Ill. New York, N. Y. 

Hi HARRY COHEN FRED S$. GOLDSTANDT AMBROSE J. O’CALLAGHAN STANLEY H. WATSON, C.L.U. 
Mi New York, N. Y. New York, N. Y. Chicago, Ill. Cleveland, Ohio 

i CHARLES A. CUMMINS : MAX J. GOODMAN EDWARD W. O’SHAUGHNESSY SIMON D. WEISSMAN, C.L.U. 
| Chicago, III. Indianapolis, Ind. Chicago, Ill. Boston, Mass. 

Mh WILLIAM D. DAVIDSON, C.L.U. ROY GREEN GERALD W. PAGE, C.L.U. JOHN C. WILLIAMS 

| | Chicago, Ill. Washington, D. C. Los Angeles, Cal. - Jacksonville, Fla. 

i DANIEL E. DEAN, C.L.U. HARRY GREENSFELDER, JR., C.L.U. JOHN M. PFEIL HANS E. WIRSING 

Hl Philadelphia, Pa. St. Louis, Mo. Pittsburgh, Pa. New York, N. Y. 

il M. J. DONNELLY JAMES M. HAMILL THEODORE M. RIEHLE, C.L.U. LAWRENCE N. WOODWARD 
Pittsburgh, Pa. San Francisco, Cal. New York, N. Y. Los Angeles, Cal. 






HARRY T. WRIGHT, Chicago, Ill. 
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“Inaction” Charge 
Brings New Move 
On Compensation 


Improvement on Agency 
Contracts to Be Sought— 
Detroiters Lead Fight 


With accusations of inaction ringing 
in its ears and fortified with a new actu- 
ary, the committee on compensation met 
in executive session at the close of its 
open meeting Tuesday and drafted an 
additional provision to its report to 
create a committee to meet with a like 
committee of the company organizations 
to work out details of improvement in 
agency contracts. There are to be seven 
men on the special N.A.L.U. delega- 
tion, four of them agents and three of 
them general agents or managers. It is 
hoped and intended that they will be 
able to confer with a similar group rep- 
resenting American Life Convention 
and Life Insurance Assn. of America 
considerably in advance of the commis- 
sioners’ meeting at New York in De- 
cember. 


Would Avoid Coercive Attitudes 


Such a course was finally agreed upon 
by all hands in place of a proposed reso- 
lution to the effect that such liaison 
with companies be established. Members 
of the committee were desirous of im- 
pressing the companies with their in- 
tention of pushing for changes in com- 
pensation without implying anything 
coercive in their attitudes. It was 
brought out by several of the veterans 
present that N.A.L.U., in cooperation 
with Life Insurance Agency Manage- 
ment Assn. and the companies, has 
slowly but effectively reached under- 
standing in the controversial and many 
faceted realm of compensation. 

Despite pressure from certain of those 
Present to condemn the companies as 
dodging the issues involved, the major- 
ity of the committee present wished to 
avoid antagonism of the companies right 
at a time when things seemed to be 
Progressing the best. . 

If you were to pick the villains or 
the heroes of the compensation session, 
depending on the point of view, it would 
most certainly have been the representa- 
tives of the agents’ advisory committee 
of the Detroit association. They ex- 
pressed impatience with the progress of 
the N.A.L.U. compensation committee. 
They accused the companies of hiding 
behind the skirts of section 213 of New 
York insurance law in order to keep from 
Paying agents just compensation, They 
charged N.A.L.U. with toadying to the 
companies and maintained that the com- 
Pensation committee was groveling and 
afraid to stand up to the companies on 
the matter of agents’ compensation. 
They reported that their own associa- 
tion is losing members because agents 
consider that N.A.L.U. in general and 
the compensation committee in particu- 
lar are getting nowhere for the agent. 

H. Cochran Fisher, Aetna Life, 
Washington, D. C., opened the pro- 
ceedings as committee chairman, but 
from then on did far less of the talking 
than many of the others present, who 
om then on were leaping to their feet 
four or five at a time. 

The Detroit association had obviously 
made a thorough study of the committee 
report and had numerous amendments 

(CONTINUED ON PAGB 48) 
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Presides at N.A.L.U. St. Louis Meeting 








JUL B. BAUMANN. 


Pacific Mutual Life, Houston, President National Association of 
Life Underwriters 


| Slate Reported 
By Nominators 


Robert R. Reno, Equitable Society, 
Chicago, nominating committee chair- 
man, reported the following slate at the 
close of the national council meeting 
Wednesday: e 

President—Clifford H. Orr, general 
agent National Life of Vermont, Phila- 
delphia, now vice-president. 

Vice-president—Judd C. Benson, gen- 
eral agent Union Central Life, Cincin- 
nati, now secretary. 

Secretary—John D. Moynahan, man- 
ager Metropolitan Life, Chicago, Chair- 
man of the N.A.L.U. program commit- 
tee. 


Treasurer — Harry Gardiner, John 
Hancock Mutual, New York. 
Trustees— 


De Saussure D. Edmunds, Equitable 
Society, Birmingham, Ala. 

F, LeRoy Garrabrant, New York Life, 
Asbury Park, N. J. 

Verne C. Gilbert, Equitable of Iowa, 
Portland, Ore. 

Herbert R. Hill, 
Richmond. 

John R. Humphries, Provident Life 
& Accident, Chattanooga. 

Ray Moss, Connecticut Mutual, 

Louisville. 

Simon D. Weissman, Equitable So- 
ciety, Boston. 

Ray T. Wright, 
Lawrence, Kan. 

Messrs. Edmunds, Hill and Moss are 
managers and the other five agents. 

Although Newell C. Day, general 
agent, Equitable of Iowa, Davenport, 
apparently had been given a clean field 


Life of Virginia, 


Provident Mutual, 


Shepherd Quits 
Trustee Race 


_The political tension that had been 
piling up over the hotly fought con- 


test between the two Iowa candidates, 


Newell C. Day, Equitable of Iowa, 
Davenport, and C. V. Shepherd, Na- 
tional Life of Vermont, Cedar Rapids, 
was abruptly relieved Wednesday by 
Mr. Shepherd’s announcement that he 
would not be a candidate. 

In announcing his withdrawal, Mr. 
Shepherd said: 

“While I am opposed to the methods 
used by the other candidate from Iowa, 
I do not believe it is in the best in- 
terest of the life insurance business 
or the National association for me to 
carry the fight further and I am there- 
fore withdrawing as a candidate for 
trustee.” 

The “methods” to which Mr. Shep- 
herd referred included the use of 
mail ballot, although the annual meet- 
ing of the Iowa State association had 


been scheduled for a date four months 


ahead of the N.A.L.U. convention, giv- 
ing ample time for the state associa- 
tion to select its candidate in regular 
session and for the candidate chosen 
to conduct his campaign. 








by the withdrawal of C. V. Shepherd; 
he was not on the committee slate, 
but was nominated from the floor by 
Roy Swarzman, Equitable Society, Des 
Moines. 

At the election session Friday the 
six with the highest votes will draw 
two-year terms and the seventh the 
unexpired term of Mr. Moynahan. 


Moves to Improve Finances 


Decide fo Add 
$50,000 Revenue 
by Dues Increase 


St. Louis Rally May 
Set New Record—Act 
on Compensation Problem 


In spite of reports that quite a few 
voices would be raised in opposition, the 
national council of National Assn. of 
Life Underwriters at the annual meet- 
ing at St. Louis Wednesday afternoon 
voted unanimously and vigorously in 
favor of raising the National associa- 
tion dues from the 21-year old figure of 
$3 to $4. This will result in boosting 
the revenue by some $50,000 and re- 
versing the depletion trend in unas- 
signed surplus. There was still a sur- 
plus of $63,035 at the end of the fiscal 
year June 30, but there was a deficit 
for that year of $17,955. 

Action of the national council is tan- 
tamount to establishing the new dues 
basis which will go into effect Jan. 1, 
1949, but is subject to vote of the con- 
vention Friday afternoon. The trustees 
had previously approved the change. 

Objectors to the new scale—virtually 
all of whom opposed it because they 
felt it had not been properly sold to 
their local associations rather than be- 
cause they disagreed with the need for 
the increase — evidently realized that 
there was no chance of blocking the 
measure or else disliked putting them- 
selves on the spot after the powegful 
presentation made by advocates of the 
increase, 


Crane Submits Proposal 


E. A. Crane, Northwestern Mutual, 
Indianapolis, as by-laws committee 
chairman, read the proposed change in- 
creasing the dues, after which John P. 
Costello, Southwestern Life, Dallas, 
made a vigorous seconding speech. He 
emphasized he was speaking as an 
agent, not as a trustee or chairman of 
the agents committee. He asked for a 
unanimous vote, saying: “It'll be an 
expression of gratitude to your leaders. 
You will be saying ‘You are doing a 
grand job and you will never haye to 
back up because of our failure to furnish 
you the funds.” 

‘Carlton Cox, Metropolitan Life, Pat- 
erson, N. J., stressed the value of what 
the agent buys with his dues. He urged 
the members to go back home to sell the 
increase to their associations. 

Action on the proposal followed the 
presentation of the treasurer’s report. 
Just before the reading of the report the 
national council members stood for a 
moment of silence in tribute to Walter 
Barton, Union Central, New York, the 
N.A.L.U. treasurer who died here Mon- 
day. The report was read by Execu- 
tive Vice-president James E. Ruther- 
ford. 


May Set New Record 


As the first session got under way 
Thursday, it looked as if a new attend- 
ance record might be set, exceeding even 
the 2,244 peak reached at the 50th anni- 
versary convention, also held at St. 
Louis in 1939. 

There is no contest for the four places 
on the ticket of national officers and 
political interest centers in the trustee 
race. Up to Wednesday afternoon the 

(CONTINUED ON PAGE 44) 
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Hope Seen for 
Excellent’ Federal 
Taxation Measure 


Law and Legislation Com- 
mittee Reports on Prospect 
for Next Session 


The report of the committee on fed- 
eral law and legislation, of which Judd 
C. Benson, Union Central, Cincinnati, 
is chairman, stated that “it is sincerely 
hoped” that when the suggested im- 
provements have been incorporated in- 
to the tax bill which passed the House 
at the last session “we will have an 
excellent tax bill in so far as it per- 
tains to life insurance policyholders and 
the beneficiaries of life insurance and 
annuity policies.” 

The life insurance amendments pro- 
vide a new basis for income taxation of 
annuities and, annuity payments arising 
from matured endowments and deferred 
annuity contracts; elimination of “pre- 
mium payment test” under the estate 
tax; corrections in the code section 
pertaining to the marital deduction for 
life insurance proceeds; and provisions 
in the code pertaining to the taxability 
of benefits under pension trusts and 
employe benefit plans. 


Expect Consideration This Year 


“It has been indicated,” the report 
States, “that the committee on 


: Ways 
and means and the Senate finance com- 
mittee may meet sometime before 


Jan. 1, 1949, to give additional consid- 
eration to this bill, The American Life 
Convention and the Life Insurance 
Assn. of America have appointed a spe- 
cial committee to study the draft of 
H.R. 6712 as passable by the House of 
Representatives and to offer suggested 
corrections and additions as seem ap- 
propriate to cover the points in which 
the life insurance industry is interested. 
Mr. James B. Hallett (N.A.L.U. at- 
torney) is cooperating with that com- 
mittee and bringing to the attention of 
the committee any and all suggestions 
which have been forwarded to national 
headquarters by our members as well 
as attorneys and other policyholders 
throughout the country. Our commit- 
tee members are invited to submit any 
and all ce 2g that they have for 
improving the life insurance risions 
of H.R. 6712.” ascent 


Genéral Social Security 


Besides reporting on negotiations re- 
garding social security for agents, the 
law and legislation committee made a 
number of recommendations on gen- 
eral social security benefits. The social 
security sub-committee studied the re- 
port of the advisory council on social 
security of the Senate finance committee. 
The first part of this report. concerned 
revisions of the old age and survivor- 
ship sections of the social security act 
while the second part refers specifically 
to permanent and total disability insur- 
ance with the recommendation that such 
coverage be included in the OASI sec- 
tion of the act. The N.A.L.U. social 
security subcommittee met jointly with 
a few members of the social security 
committee of the Life Insurance Assn. 
of America and American Life Conven- 
tion in New York City in May to con- 
sider the report of the social security 
advisory council, going over each itetn 
separately. ‘ 

The N.A.L.U, subcommittee on socia 
security recommended to the full com- 
mittee and to the board of trustees and 
the national council the approval of these 

(CONTINUED ON PAGE 42) 


Public Approval Based 


on Individual 


The opportunity and responsibility of 
all those in the life insurance business, 
in the field as well 
as the home offices, 
for securing great- 
er public approval 
as a result of the 
millions of contacts 
with it which the 
people of this coun- 
try have every day, 
was stressed as an 
oustanding _ chal- 
lenge by Edwin W. 
Craig, president of 
National Life & 
Accident, in his ad- 
dress at the open- 
ing session. é 

“Today, before sundown tonight, sev- 
eral million American people are going 
to have some contact with life insur- 
ance,” Mr. Craig said. “These contacts 
will be as varied as the personalities of 
the more than 300,000 persons employed 
in this business of ours and they will be 
as broad as the millions of personal tele- 
phone and mail contacts involved in 
making them.” 

In taking up what a single day’s 
business will mean in the way of public 
contacts, he said that between 2 million 
and 3 million persons will be contacted 
by agents.. Then the agency cashiers are 
making probably 500,000 additional con- 
tacts with the public. At least a third of 
a million premium notices are being re- 
ceived, and‘ another third of a million 
premium receipts. 


May Be 100,000 Applications 


Perhaps as many as 100,000 persons 
will in one day sign an application for 
life insurance, activated by an_agent’s 
description of benefits, his professional 
demeanor, and perhaps by his reputation 
in the community. 

Death claims will be filed by some 4,000 
persons, and payment of another 4,000 
death claims will be completed. Some 
50,000 policies will mature through 
causes other than death. 

“And so it goes, this business of 
ours; millions of personal contacts for 
service and sales, millions more by mail 
and telephone, in line of duty and be- 
yond thé business routine, all combining 
to make one of the most emphatic im- 
pressions on the public of any business 
in the country. faze : 

“What a profound responsibility this 
places upon us! What a marvelous op- 
portunity it affords us!” 


All Public Relations Contacts 


These are the contacts which are 
building public relations of today and 
tomorrow. Every one of them is a pub- 
lic relations contact. In every one of 
them, public good-will is exposed to an 
opportunity for either strengthening or 
weakening. In every one of these con- 
tacts, a small fragment of good-will is 
at risk. If the contact is satisfactory in 
service, and in understanding, and in 
courtesy, it builds another fragment ot 
good-will which, added to other satis- 





Edwin W. Craig 


Contacts 


factory contacts, not only maintains but 
promotes greater good-will. On the 
other hand, if the contact fails in service, 
in courtesy or in satisfactory explana- 
tion, a fragme.t of good-will has been 
lost, ill-will has resulted and public re- 
lations is impaired. 

“It'is on the combined results of these 
countless individual points of cqgntact 
that the future good-will of our business 
depends,” Mr. Craig commented. “This, 
in essence, is the core of our public rela- 
tions efforts. What you and I and every 
one else in the business does, the way 
we do it, and the way it is interpreted 
combines to make up public opinion, de- 
velop public reactions, and shape public 
attitudes. 


Must Be Conscious Pursuit 


“The deepest conviction I have on the 
subject is that our desire for public ap- 
proval must evolve into a conscious pur- 
suit, a zeal to so conduct every contact 
that it will first earn and then yield a 
good name for a business which has 
every natural reason to possess it.” He 
declared that there is no greater threat 
to public relations than the assumption 
of good public relations—for to assume 
is to lose that sensitive awareness, that 
conscious pursuit, without which con- 
tinuing public approval can not be as- 
sured. The benefits are too vitally im- 
portant to be lost by default, when they 
can be won and maintained by design. 

“We must understand that life is not 
static, but evolutionary. This world is a 
complicated and changing world, and 
we cannot make it fit into a rigid frame- 
work of our own devising, even if we 
want to. We cannot afford to make 
the mistake of assuming that things and 
persons are more regular and more true 
to pattern than they really are.” 

The evolutionary concept is as true 
of public relations as of. all other things. 
“We certainly can recognize changes in 
public attitudes and public reactions 
over recent years, and these will con- 
tinue to change as we move into the 
future. How they will change, what 
direction they will take, will be deter- 
mined in large part, insofar as the life 
insurance business is concerned, by what 
every one in the business does today 
and tomorrow in the conscious pursuit 
of sound public relations.” 


Great Strides in Recent Years 


Life insurance men and women and 
the life insurance business as a whole 
have made great strides in this direc- 
tion of better public relations in the past 
few years, Mr. Craig said. This was no- 
where more clearly shown than in a 
survey recently made among 2,000 fami- 
lies, seeking their attitudes toward life 
insurance and other business. Life in- 
surance had the highest percentage of 
approval and the lowest percentage of 
disapproval of any of the eight- leading 
industries covered. The business al- 
ready had a very high rating in public 
opinion last year, and yet this year the 
rating is still further improved, which 

(CONTINUED ON PAGE 46) 








Mrs. Estelle F. 
Spencer, executive 
secretary Buffalo 
association; and 
Mr. and Mrs. Ross 
S. Edgar. Mr. Ed- 
gar is executive sec- 
retary of the Pitts- 
burgh association. 


How fo Bring Agents. 
Under OASI Cover 
ls Big Question 


Under Gearhart Resolution, 
New Legislation May 
Be Needed 


The question of what action should 
be taken to bring agents under the 
OASI provisions of the social security 
act, in view of the passage of the Gear. 
hart resolution by ‘Congress, was 
brought to the front in the reports of 
three committees. While N.A.L.U. al- 
ready has urged the companies so far 
as possible to recognize their agents as 
employes, it was recognized that it will 
be difficult to bring this about and the 
view seems to be that additional legis. 
lation probably will be necessary. 

The report of the subcommittee on 
social security of the committee on fed- 
eral law and legislation, submitted by 
Judd C. Benson, chairman, says that as 
a result of the adoption of the Gear- 
hart resolution it is almost certain that 
the regulations which had been prepared 
by the Treasury department and the 
social security administration following 
the announcement. of the Silk, Greyvan, 
and Bartels decisions by the Supreme 
Court will not be promulgated and 
doubtless the regulations which prevailed 
prior to the decisions in these cases will 
continue to stand and will be the guide 
for determination of eligibility by the 
social security administration and the 
Treasury department. 


Many Barriers Seen 


In commenting on. the request that 
the companies consider favorably the 
advisability of recognizing their ordi- 
nary commission agents as employes, 
except in those instances where the 
facts clearly indicate an independent 
contractor relationship, it says: 

“It is, of course, obvious that the pol- 
icies and opinions of the many com- 
panies are not identical; that the de- 
tailed relationships of life underwriter 
and company are not the same in all 
companies; that the legal status of a life 
underwriter and his relationship to his 
company in one state may vary from 
that of another life underwriter in the 
same company in another state; and 
that it cannot be assumed that a life 
underwriter is per se a common law 
employe. Similarly, pure technical prob- 
lems impose barriers that are time con- 
suming as well as complex. 


Companies Are Sympathetic 


“The companies generally are prob- 
ably more sympathetic with the agents 
viewpoint than ever before and would 
like to find an administratively feasible 
method of covering agents under OASI 
which at the same time would not in- 
volve them in the middle of problems 
and liability under other statutes. Each 
company would be faced with its own 
special problems in trying to qualify its 
agents as common law employes, thus 
negating any solution on an identical 
overall basis. The latter solution would 
seem to be possible of accomplishment 
only by the enactment of legislation, 
specifically to bring life insurance agents 
under the purview of the law in 4 
matching contributions basis.” 

The subcommittee recommends that 
the National association support as far 
as possible any request for a ruling by 
the bureau of internal revenue by any 
agent whose status is now in fact that 
of a common law employe, feeling that 
such action is not inconsistent with the 

(CONTINUED ON PAGE 47) 
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This miniature post- 
office has on file the 
names of TIME’s sub- 
scribers in every town, 
city and state of the 
union... 

...a big group of the 
country’s best insur- 
ance prospects—in- 


cluding your own. 





Charlie Holt, Bill McDonald, and Tom Ryan of TIME 
| cordially tinue you lo 


MEET THEM IN ST. LOUIS 


and see for yoursel) how 


Insurance Advertising in TIME 
Reaches Your Best Prospects 


When you visit TIME’s booth at the Convention of National Life Underwriters 
on September 13-17, we will be happy to show you the names of all our sub- 
scribers in your community. And then we'd like you to show us how they check 
with your own list of most desirable insurance prospects, the men and women 
you know can buy and keep up well-planned insurance programs. 








TIME talks every week to 1,500,000 families who carry more than 
$25 billion worth of insurance, $20 billion worth of investments—people who far 
surpass the income and occupation requirements for ‘“‘Good” and “Very Good”’ 
prospects on the Persistency Rating Chart. Come and see how insurance adver- 
tising in TIME hand-picks, right in your own territory, the same kind of people 
you would pick yourself! 


TIME 





Meet your own best prospects in St. Louis.. through 


—_ 








: 
| 
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Baumann Stresses 
Continuity in NALU 
Action Program 


Objectives Are Associa- 
tion’s, Not Merely the 
President's, He Points Out 


Continuity of purpose and continuity 
of action “guide us and should con- 
tinue to guide us in all our work,’’ said 
President Jul B. Baumann of the Na- 
tional association in his report as presi- 
dent at the opening session. Mr. Bau- 
mann, who is general agent of Pacific 
Mutual Life at Houston, emphasized 
that the objectives which he has en- 
deavored to further are those of the 
association and not merely those of the 
president. 


“It is with I hope pardonable pride 
that I call your attention to some of 
the accomplishments of the administra- 
tive year now ending,” he said. “You 
will note that I did not use the term 
‘accomplishments of this administra- 
tion.’ I am mindful of the fact that 
credit for whatever is accomplished this 
year is due in large part to the loyal and 
untiring efforts of all of you in previous 
years. I sincerely hope that soine of 
the matters upon which future presi- 
dents will report may have been started 
by or favorably influenced by your 
officers, trustees, and national commit- 
tees of this year.” 


Recalls Seven Objectives 


Mr. Baumann recalled that at the mid- 
year meeting he had directed attention 
to seven objectives which it was evident 
the membership wanted pursued: to 
promote self-improvement of members 
in every way; to increase thé already 
high prestige and public acceptance of 
the agent; to exert the association’s full 
efforts to preserve the American agency 
system; to seek elimination of federal 
laws and regulations discriminatory to- 
ward life insurance and its owners; to 
continue and expand studies in agents’ 
compensation and other matters bearing 
on the agent’s economic welfare; to 
maintain cordial and cooperative rela- 
tionships with other organizations inter- 
ested in like objectives, and to extend 
the association’s influence by increasing 
its numerical strength. 

On the score of self-improvement op- 
portunities Mr. Baumann cited the Life 
Underwriter Training Council, courses 
fostered at colleges by the committee 
on education, the informal education and 
training promoted by the committee on 
associations, the speakers’ bureau to 
help associations obtain speaking talent, 
the material in “Life Association News,” 
and the national quality award, which 
he said he confidently expected to see 
reach 10,000 in 1949. 


Progress on Prestige 


Regarding increased prestige and pub- 
lic acceptance, Mr, Baumann mentioned 
what has been done on field practices 
through the guiding principles in agency 
management and on state legislation. He 
also applauded the work of the Institute 
of Life Insurance, and the work of the 
N.A.L.U. committee on public infor- 
mation. 

In preserving the agency system, he 
said it has been evident that this has 
had a high priority through opposition 
to non-agent sales and further govern- 
ment entry into the business, also 
careful inquiry into all forms of mass 
distribution of life insurance “to the end 
that we may encourage only those 
which appear to be in the long-time best 
interest of the insuring public.” He 
heartily praised the New Jersey and 


Palm Beach County, Banks’Money Issue |ohnston Urges 


Tennessee Get 
Membership Awards 


The Charles Jerome Edwards Tro- 
phy, presented each year to the local 
association show- 
ing the largest in- 
crease in member- 
ship on the basis 
of one-half of the 
percentage of in- 
crease and one-half 
of the numerical 
increase was 
awarded this year 
to Palm Beach 
County Life Un- 
derwriters Assn., it 
was announced in 
the report of the 
membership com- 
mittee, C. E. Clee- . 
ton, Occidental Life, Los Angeles, 
chairman. Others in the top five asso- 
ciations on the basis on which that 
trophy is awarded are: Knoxville, Tenn., 
Laurel, Miss., Tallahassee, Fla., and 
San Francisco. 

The Philadelphia Award, presented 
each year to the state association show- 
ing the largest increase in membership 
on the same basis, goes this year to 
the Tennessee association. The five 
leading state associations are Tennessee, 
Wisconsin, New York, California, and 
Texas. 

On June 30 this year the 20 largest 
local associations were New York City, 
2,474; Chicago, 2,115; Pittsburgh, 1,189; 
Los Angeles, 1,101; Boston, 875; Phila- 
delphia, 871; Cleveland, 836; San Fran- 
cisco, 605; St. Louis, 600; Detroit, 594; 
Atlanta, 579; Baltimore, 561; Buffalo, 
527; Dallas, 469; Memphis, 460; Minne- 
apolis, 443; Seattle, 443; Houston, 439; 
Indianapolis, 428; ‘Cincinnati, 414. 

In looking back over a period of 
years, the committee says, the gains 
made in certain localities prove quite 
conclusively that membership can be 
greatly increased if it is taken as an 
objective both by the state associations 
and the locals comprising the state as- 
sociations. 

“Most of our state and local associa- 
tions over a period of the last five years 

(CONTINUED ON PAGE 35) 





C. E. Cleeton 


Power Inflation 
Cause: Parkinson 


The banks alone, through the opera- 
tions of the federal reserve system, 
which has abdicated its powers to the 
Treasury Department, have the author- 
ity to create new money, the real cause 
for the present inflation that has re- 
duced the dollar’s purchasing power 
and brought hardship to life insurance 
beneficiaries and other thrifty Ameri- 
cans, Thomas I. Parkinson, president of 
Equitable Society, told the St. Louis 
chamber of commerce at .a luncheon 
meeting. 

Retorting to bankers’ allegations that 
life companies in selling government 
bonds have thereby contributed to in- 
flation, Mr. Parkinson said that if the 
sales of their government securities by 
life companies have contributed to the 
monetary inafltion, it has been indirect 
and due not to the companies selling 
the bonds but to the banks’ buying 
them. He added that when the treasury 
offered its bonds for sale and encour- 
aged the life companies and other in- 
vestors to buy them they were told 
that the bonds were marketable and 
salable in the open market. 

Emphasizing that it is desirable that 
this condition of marketability of gov- 
ernment bonds be maintained, he said 
that the fact that the government buys 
the bonds from the banks at a guar- 
anteed price should not continue to be 
used as an excuse for the creation of 
five times the purchase price in new 
bank credit or new money. Likewise, he 
said the same five-for-one ratio of new 
money for all purchases of gold by 
the federal government should be 
terminated. 

Mr. Parkinson said no law requires 
the federal reserve system. to support 
the market price of bonds but that it 
is simply a continuation of the policy 
put into eeffct by the federal reserve 
bank board the day after Pearl Harbor, 
to emphasize the danger of this, he 
asked those present to contemplate what 
would happen if the five-for-one ratio 
of new money for bonds sold by the 
banks should be applied to the entire 
$65 billion of governments now held by 
the country’s banks. 


Protection of Four 
Times National Income 


Present Figure Only 
Slightly More Than One 
Year 


Challenging life insurance men to 
protect the American people for foyr 
times their annual national income jp. 
stead of the present figure of only 
slightly more than a year’s life insyr- 
ance _ protection, 
Gale F. Johnston, 
president of the 
(Mercantile - Com - 
merce Bank & Trust 
Company of St. 
Louis and former 
3rd_vice - president 
of Metropolitan 
Life, pointed out in 
his talk at the first 
general session that 
this would mean a 
total in-force of 
$759 billion for the 
nation’s 75 million 
policyholders and is 
an entirely reasonable goal for the life 
insurance industry. 


The approximately $200 billion in 
force today works out to $2,666 per 
policyholder and this protection is only 
$136 more than the median annual in- 
come of $2,530 of familes and individ- 
uals in this country as of 1947, mean- 
ing that protection is only slightly more 
than a year’s average income. Dispos- 
able income of the nation, which is per- 
sonal income less direct taxes, was run- 
ning at an annual rate of $187.3 billion 
in the second quarter of 1948, Mr. 
Johnston observed, so that the $200 
billion in force represents slightly more 
than a year’s coverage of this dispos- 
able income. 

“I believe that the average policy- 

(CONTINUED ON PAGE 39) 





G. F. Johnston 








Rhode Island members for their suc- 
cessful opposition to the establishment 
of savings bank life insurance in those 
states. The veterans affairs committee, 
he said, deserves thanks for its contin- 
uing efforts to win support for the pro- 
posal to fix a terminal date for the issu- 
ance of National Service life insurance 
to new entrants and to substitute a plan 
of gratuitous insurance. Mr, Baumann 
commended also the work of the com- 
mittee of agents which was added at the 
Boston convention last year. 

Mr. Baumann expressed thanks to the 
committee on mass selling and said “we 
believe some progress has been made 
and we hope that more will be made 
through the enactment of equitable 
group legislation in the several states in 


1949.” He also lauded the federal law 
and legislation committee for its prog- 
ress in getting the 3% annuity rule in 
the federal income tax and the payment 
of premium test in the estate tax elim- 
inated; he praised the committees deal- 
ing with other organizations, the func- 
tions and activities committee, the 
women agents’ committee, the commit- 
tee of general agents and managers, the 
program committee and the convention 
attendance committee. He mentioned 
approvingly the present national mem- 
bership figure of 51,972, a gain of 1,154 
over the same date of last year. 

“At the end of nine months of this 
membership year we are within 1% of 
the high point of last Dec. 31,” he said. 
“We reached a new high for June 30, 


the sixth successive one; and I am con- 
fident that by Dec. 31 we will have at- 
tained a new high figure for that date. 





Charles Kuttler of Davenport, who 
has been managing the trustee cam- 
paign of Newell Day, Equitable of Iowa, 
Davenport, had to cancel his plans for 
attending the convention because of be- 
ing hospitalized by a coronary attack. 
Mr. Kuttler is Davenport manager 0 
the C. V. Shepherd agency of National 
Life of Vermont at Cedar Rapids. Joe 
Kirk, Penn Mutual, president of the 
Davenport association, was present to 
speak for Mr. Day in a nominating 
committee hearing held to determine 
which of two Iowa candidates, if any, 
would be nominated by the committee. 





(Left) Trio of N.A.L.U. trustees: Simon D. Weissman, Equitable Society, Boston; H. R. Hill, Life of Virginia, Richmond; and 
H. Cochran Fisher, Aetna Life, Washington, D. C. (Right) Three who go off the N.A.L.U. board at this meeting: Carlton W. Cox, 
Metropolitan Life, Paterson, N. J.; Philip B. Hobbs, Equitable Society, Chicago; and John P. Costello, Southwestern Life, Dallas. 
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Manager 
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J. R. FARNEY 


Director of Agencies, Western Division 


THE OHIO NATIONAL LIFE 
INSURANCE CO. 


@ 
Missouri—Kansas 


1111 BRYANT BUILDING 








The thirty-three representatives of our 


KANSAS CITY AGENCY 


who are members of 
Life Underwriters of Kansas City 
Extend greetings 
Kansas City Life Ins. Co. 


]. D. McINNES, K. C. Manager 
UNIVERSITY CLUB BLDG. 











Continental Assurance Company 
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ERNEST L. McCLURE 


General Agent 


1015 Dwight Building 
1004 Baltimore Avenue 


KANSAS CITY 6, MO. 





Seer 


CLAUDE V. COCHRAN 
Branch Manager 


General American Life Ins. Co. 


715 Commerce Bidg. 
KANSAS CITY, MO. | | 








ALBERT DRAKE 
General Agent 


THE MUTUAL BENEFIT LIFE Yr 


206 Midland Bldg. 
Kansas City 6, Mo. 





VICTOR 9570 \ 











CHARLES A. ELLIOTT. C.L.U. 


Twenty-third Floor, Bryant Building 
KANSAS CITY 6. MISSOURI 


General Agent 
National Life Insurance Company 
MONTPELIER. VERMONT 





INSURANCE COMPANY Y 





from 
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KANSAS CITY, MO. 


And a hearty welcome to Missouri 
from the second largest city. 
Kansas City is famous for its park 
system, meat packing, and many 


other industries. 





PHONE GRAND 1315 


. J.D. sOPER, C.L.U. 
Branch Manager 
Sun Life Assurance Company 
of Canada 
1400 Fidelity Bank Bidg- 


g]1 Walnut Street 
sOURI 













KANSAS CITY. MIS 











_ PREWITT B. TURNER 


“PLANNED ESTATES” 


Manager 
HOME LIFE INSURANCE CO. 
NEW YORK 
e 
1811 Fidelity Building 


KANSAS CITY, MO. 
HARRISON 5775 








HARRY H. WELSH, JR. 
General Agent 
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erce Trust Building 





Suite 814. Comm 
922 Walnut Street 
KANSAS city, MO. 
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SHALE H. GOODMAN, C.L.U. 


Manager 


The Guardian Life Insurance 
Company of America 


901-5 Sharp Building 
18 East llth Street 
KANSAS CITY 6, MISSOURI 








PHONE VICTOR 4480 


W. VERNE WILKIN 


1010 Dwight Building 
KANSAS CITY. MO. 


Manager 
The Union Central Life Insurance Co. 
Cincinnati, Ohio 
















































eee 


oS aera 





10 


THE NATIONAL UNDERWRITER LIFE INSURANCE EDITION 





Ist Day 











JUL B. BAUMANN 







1947-48 President of the 
National Association of Life. 
Underwriters and esteemed 
General Agent for Pacific 
Mutual Life Insurance 
Company at Houston, Texas. 








Congratulations... 


Members of the National Association of Life 
Underwriters, on your great organization’s 59 years 
of steadfast service to the institution of Life 
Insurance... and... Jul B. Baumann, on your 

able guidance of Association affairs throughout 
this latest year of its constructive activity and 


expanding achievement! 





Preifc Mutual 


LIFE INSURANCE COMPANY 


HOME OFFICE: LOS ANGELES, CALIFORNIA 





Group Definition Changes, 
Qualification Laws Urged 


Material changes in the group life 
definition adopted by the commissioners 
in 1946 were recommended in the report 
of the committee on state law and legis- 
lation, W. Ray Moss, Connecticut Mu- 
tual, Louisville, chairman. 

It contains four subdivisions. Al- 
though not entirely satisfied with its 
provisions when it was adopted, the as- 
sociation recognized it as the best defi- 
niton then obtainable and supported it. 
It still supports subdivisions 2 and 3 
but believes that in the interest of the 
insuring public and that of our business, 
the following changes in subdivisions 1 
and 4 should be made: 


Changes in Subdivision 1 


Subdivision 1: There should be in- 
serted, in (a) of this subdivision, word- 
ing which will prevent the granting of 
group life insurance to directors and 
others who are not actively engaged in 
the business of the individual proprietor- 
ship, partnership or corporation and 
who do not devote a substantial portion 
of their time to the conduct of the busi- 
ness of the proprietorship, partnership 
or corporation. An officer of one cor- 
poration, a life insurance company, for 
instance, who is a director in a number 
of other corporations should be eligible 
for group life insurance with his own 
company but should not be eligible for 
group life insurance or any other em- 
ploye benefit plan in the other corpora- 
tions in whose work he is not actively 
engaged. “We believe that participation 
in such plans by persons not actively 
engaged in the business is wrong in 
principle.” 

In (d) of the subdivision, language to 
limit the issue of group life insurance 
to $20,000 on a single life should be 
inserted. It is recommended that the 
last sentence -of that paragraph be 
changed to read as follows: 

“No policy may be issued which pro- 
vides insurance on any person which 
together with any other insurance un- 
der any group life insurance policy or 
policies issued to the employers, or any 
of them, or to the trustees of a fund 
established in whole or in part by the 
employers or any of them, exceeds $20,- 
000.” 


Say Fears Well Founded 


Subdivision 4: This is the particular 
portion of the definition under which 
there have been written the trade and 
professional association coverages to 
which most N.A.L.U. members object 
“We did not like the wording of it when 
it was adopted and so expressed our- 
selves. However, we were assured that 
the ‘employer pay all’ provision in the 
subdivision would prevent, for all prac- 
tical purposes, the writing of trade and 
professional association coverages under 
it. The great number of trade and pro- 
fessional association cases that have 
been written prove that our fears were 
well founded.” 

Some states have declined to enact 
subdivision 4. This committee has rec- 
on:nended the inclusion of .a trustee 
provision but one that it believes will 
be a great improvement over the one 
in the definition. For a limited number 
of trade groups, almost all of them lo- 
cal in character, the trustee provision 
is beneficial to employes, employers and 
the life insurance companies. The New 
York hotel case is an example. “We do 
not favor professional association cov- 
erage under any condition and believe 
with a leading group insurance authority 
that it is ‘assessment insurance at its 
worst.’ Examples are associations of 
doctors, dentists, lawyers and other pro- 
fessional people.” 

The committee believes that Subdivi- 
sion 4 should be improved by the in- 
sertion of the following: . 

a. Wording making it clear that no 
individual proprietor or partner shall be- 
come insured unless he is actively en- 


gaged in the business of the individual 
proprietorship or partnership and de. 
votes a substantial part of his time to 
the conduct of the business of the pro- 
prietorship or partnership. 

b. A’ requirement that a certain 
percentage of employer members of the 
trade association must participate at 
date of issue. “We believe that the per- 
centage should be no less than 50% and 
no more than 75%. If it is as low as 
50%, we believe that no less than 609 
employes should be included at date of 
issue. We do not believe that such 
coverage should be permitted where less 
than 50% of the employer members 
participate at date of issue. 

“With respect to the foregoing re- 
quirement that a certain percentage of 
the employer members of the trade as- 
sociation should participate at date of 
issue, those who already have group 
coverages for their employes should not 
be considered in making the calcula- 
tions. It is believed that every effort 
should be made to prevent lapsation of 
existing group plans in favor of the as- 
sociation type of coverage. The elimi- 
nation of such employers from the cal- 
culations should deter enthusiastic asso- 
ciation executives from exerting pres- 
sure upon them to join the plan. 


Limitation on Employer Cever 


c. A reasonable limitation upon the 
amount which employer members may 
obtain in relation te the amounts for 
which their employes are eligible. “A 
case under which an employer can get 
$10,000 and his employes be eligible 
for only $1,000 is, in our opinion, one 
that should not be permitted.” In a 
mail vote on the subject, the majority 
of the trustees favored a ratio of “2% 
to 3 times.” In other words, if the em- 
ploye is eligible for $2,000, the employer 
should not be eligible for more than 
$5,000 to $6,000. It is believed that some 
such requirement would discourage the 
writing of some of the cases to which 
we object and would be in the interests 
of insureds and insurers. 

d. The requirement of the New York 
department that continuance of group 
insurance as such could not be made 
contingent upon continuance of mem- 
bership in an association. “We believe 
that the insertion of this requirement in 
the definition would discourage the writ- 
ing of coverage for a great many of 
these loosely knit organizations. Un- 
doubtedly the promoters of a_ great 
many of these schemes believe that a 
group insurance plan will tend to tie 
members to the association and_ thus 
discourage lapsation of membership.” 

e. Rewording of paragraph (d) of 
Subdivision 4 so as to limit group on one 
life to a maximum of $20,000 (see word- 
ing proposed in the discussion of Sub- 
division 1 above). It should not be 
possible for a person to obtain coverage 
from each of a number of employers or 
associations in the total amount of more 
than $20,000. 


Correspondent Bank Cases 


f. A provision that would prevent the 
writing of correspondent bank and simi- 
lar cases. “We believe that a great 
many commissioners and company 
people would like to bar this type of 
coverage but are not agreed upon word- 
ing which will accomplish it. It is our 
feeling that this type of case does not 
meet the requirements of the present 
Subdivision 4 and that it fails to meet 
the requirements of Subdivision 1 (a). 
If a proper wording cannot be devel- 
oped, and we are not yet ready to admit 
that, we urge that this type of case be 
condemned in the report by which any 
changes in the definition are submitted. 

Because about 44 legislatures will be 
in session in 1949, it is considered im- 
portant that the various state associa- 
tions determine what attitude they will 

(CONTINUED ON PAGE 50) 
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Percy G. Gibson HAROLD G. GORE 
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The Mutual Life Insurance Company The Linco} 
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of New York Insurance Calieas ng 
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614 Union National Bank Building 603-4 Union Nat'l Ban} 

__‘' WICHITA, KANSAS Bidg. 


_ WICHITA WELCOMES a 


The Nation’s Wheat Capital welcomes you to its neighbor State of 
Missouri. Wichita i is noted for its rich farms and many wa Pe 
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Forming Separate 
Association of 
Agents Opposed 


Agents Committee Says 
Better Results Possible 
Under Present Setup 


Opposition to the formation of sepa- 
rate associations of agents and man- 
agers was reiterated in the report of the 
committee of agents, headed by John 
P. Costello, Southwestern Life, Dallas. 
It holds that the agents are far more 
likely to get the results they desire by 
“keeping the family together” than by 
permitting division in the ranks, 

“N.A.L.U. an association of life 
underwriters—those who sell and serv- 


1s 


ice life insurance. It is not an associa- 
tion of general agents and managers; it 
is not merely an association of agents, 
although six out of seven of its mem- 
bers are agents. That the primary pur- 
pose of our monthly programs, semi- 
nars, forums, sales conferences and na- 
tional convention programs is to im- 
prove the ability of the life underwriters 
to sell and service is evidenced by the 
fact that strictly management questions 
are discussed only in a management 
seminar at N.A.L.U. conventions and 
sales congresses and only in separate 
meetings of managers and_ general 
agents at the local level. This is as it 
should be. However, ample opportu- 
nity for service to field management 
should be given the general agents and 
managers committee within the frame- 
work of N.A.L.U.” 


Company Agents’ Associations 


The report says a majority of the 
members of the committee feel that an 
association composed of its agents 
should ‘be encouraged by each life in- 
surance company. They point out that 
N.A.L.U. undertakes to develop broad 
principles in connection with many ac- 
tivities but leaves the implementation of 
these principles to each company and its 


fieldmen. They believe that an organi- 
zation of agents within a company is 
necessary to this implementation and 
will be productive of good results for 
the company and its field forces. For 
these reasons and because of the suc- 
cessful operation of these associations 
in a number of companies, the commit- 
tee recommends that National Assn. of 
Life Underwriters endorse the creation 
of such associations in companies where 
they do not now exist. 

“It should be made clear that, while 
it recommends their formation, N.A. 
L.U. will in no way participate in the 
organization, administration or function- 
ing of such associations. It is our con- 
sidered opinion that such a group should 
not be formed through arbitrary action. 
Rather, it should be created only after 
careful consideration by home office and 
field. Its officers and other representa- 
tives who confer with the home office 
regarding field matters should be se- 
lected by the agents themselves.” 


Agents’ Advisory Councils 


Agents’ advisory councils or similar 
groups, operating under various names, 
are reported to be rendering worthwhile 
service to the local associations which 

(CONTINUED ON PAGE 38) 
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Half Employed 
Population Has 
Sick Coverage 


U. S. Chamber Survey 
Concludes Problem 
Rapidly Being Solved 


WASHINGTON — Citing “remark. 
able growth” in voluntary plans, A, L, 
Kirkpatrick, manager U. S. Chamber of 
Commerce Insurance department, pre- 
sents results of the annual survey of 
private health, accident, hospital, surgi- 
cal and medical expense coverage at the 
close of 1947, 

The survey showed about 18,7000,000 
persons are protected by insurance com- 
panies and fraternals through temporary 
disability, sickness and accident cover- 
age, 19 million carry hospital expense 
coverage, 14 million surgical expense 
and 1,800,000 medical expense. 

These do not include “many millions” 
protected through employe plans, mu- 
tual benefit associations, Blue Cross, 
union plans and other voluntary coy- 
erage. 

A. & H. business increased over 20% 
in volume last year. Statistics presented 
are based on questionnaires completed 
by 193 companies and societies repre- 
senting 81% of all A. & H. business. 

Besides policies and certificates pro- 
viding weekly benefits, numbering: 
nearly 25 million, the survey indicated 
3,260,000 individual policies covering 
specific risks and 4,419,000 other poli- 
cies—largely hospital and surgical ex- 
pense without weekly indemnity. 

Persons protected by paid sick leave 
plans, mutual ‘benefits, union and other 
methods, including Rhode Island and 
California cash sickness plans, added to 
those covered by companies and socie- 
ties, constitute over half the employed 
civilian population of 58 million, which 
is now protected on temporary dis- 
ability. 

It is estimated over 52 million have 
provision for prepayment of hospital 
bills, including Blue Cross. 

Individuals with insurance company 
weekly indemnity protection have in- 
creased over 40% in number during the 
last two years, the survey shows, while 
those insured against hospital expense 
have increased over 75%. 

Conclusion is that the problems are 
“rapidly being solved through the vol- 
untary action of individuals and em- 
ployers.” 


Mountcastle Finds Hawaii 
Trip Is Now Too Brief 


The chief complaint of William 
Mountcastle, John Hancock, Honolulu, 
about his trip to the convention was 
that it was over too fast. It now takes 
15 hours to fly from Honolulu to Chi- 
cago, he explains, and his mind just 
isn’t geared to such speed. He’s making 
a good stay of it this time, however, Six 
weeks in all. He left home on August 
26 and has spent considerable time in 
San Francisco, Chicago and Atlantic 
City. From the N.A.L.U. convention he 
is going to the Million Dollar Round 
Table meeting at French Lick, thence to 
Cleveland and then home. He made the 
trip to French Lick straight from_Ha- 
waii in 29 hours two years ago. He 3s 
now a life member of M.D.R.T. 


Chicago headquarters, so called, was 
one of the lively spots of the N.A.L.U. 
meet. Among those who presided over 
the continuous entertainment were ob 
Reno and Phil Hobbs, Equitable So- 
ciety, and John Moynahan, Metropoli- 
tan. 
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Several Phases to Activities of 
General Agents, Managers Committee 


- Bert A. Hedges, Business Men’s As- 
surance, Wichita, reported that the ac- 
tivities the. committee of general 
agents and managers are divided into 
several phases: (1) General assistance 
to local management associations; 
(2) promotion of regional. or area 
management conferences; (3)' develop- 
ment of research management training 
projects; (4) development cf overall 
policies and objectives in the interest 
of life insurance field management. 
Each area chairman has endeavored 
to maintain close contact with the as- 
sociation in his territory. This has 
been done by personal visits to appear 
on the associations’ programs and by 
correspondence and long distance calls. 
Ten associations have been organized or 
revived. Assistance has been given in 
securing speakers and other program 
material. 


Zone and Area Conferences 


There were over 20 zone and area 
management conferences conducted dur- 
ing the year. A number of one-day 
or half-day local and state conferences 
were also held in conjunction with sales 
congresses. It is estimated that at 
least 2,500 general agents and managers 
participated in such conferences 
throughout the nation. All reports in- 
dicate unusually high quality programs 
of instruction and inspiration in the field 
of management were présented. 

The committee recommends that an 
effort be made early in the new year to 
schedule these conferences in advance 
to avoid conflicts of dates, with result- 
ing difficulties in securing competent 
speakers, and that zone and area chair- 
men be furnished a list of speakers to 
be recommended. Such a list is now 
being compiled by this year’s current 
zone chairmen. 


Better Results in Areas 


One full-day management conference 
was held at Louisville immediately fol- 
lowing the mid-year meeting. While the 
program was excellent, the attendance 
was smaller than that of most area 


conferences. 
The committee questions the value 
of such national conferences, unless 


they can be arranged at a time other 
than at the conclusion of all other 
events. The committee recommends 
that hereafter at the mid-year and annual 
meetings, greater emphasis be given to 
discussions of overall policies of field 








St. Louis Convention Is 
Fourth to Be Held There 


The present St. Louis meeting of 
National Assn. of Life Underwriters is 
the fourth time for St. Louis. 

Back in 1906 the 17th annual meeting 
of the National association was held at 
the historic old Southern Hotel, with 
delegates from 45 local associations in 
attendance. That meeting place was 
razed some years ago. 

In 1916 N.A.L.U. returned to St. 
Louis for its 27th convention at the 
Planters Hotel. That meeting also set 
anew mark for attendance with dele- 
gates from 76 associations in attendance. 
That hotel many years ago was con- 
verted into an office building and now 
is known as the Gotton Belt building. 
It now houses a number of insurance 
offices. 

_As is more generally known, the Na- 
tional association staged its golden jubi- 
lee meeting in St. Louis in 1939 at Hotel 
efferson, headquarters for the present 
Meeting, setting an all-time record of 
2,244 delegates, 

It is also interesting to note that Vol- 
ume 1, No. 1, of “Life Association 
News,” official publication of the Na- 
tional association, published in Septem- 
ber, 1906, was largely devoted to cre- 
ating interest in the annual meeting to 
be held at St. Louis that year. 





who select, train, and supervise the life 
underwriters, 

The committee, therefore, believes it 
is a logical conclusion that, just as 
career agents are vitally interested in 


agers is a function and a responsibility 
of home offices. The committee further 
recognizes, however, that general 
agents and managers themselves have a 
vital interest in and are directly affected 


pra rob age Mg ho yey i by the type and quality of such field raising the standards of life underwrit- 
result from increased emphasis on management. It further submits that ing through qualification laws, adequate 


compensation, etc., so must general 
agents and managers accept a measure 
of responsibility for raising the stan- 
dards of their own profession. The 
committee believes that in so doing, 
not only they, but the agent, the com- 
pany, and the public will be benefited. 


the great majority of future general 
agents and managers will be appointed 
from agents and supervisors selected 
and trained by present field manage- 
ment; and standards of life underwrit- 
ing can rise no higher than the quality 
of the general agents: and managers 


area and zone conferences, rather than 
to attempt what is more or less a dupli- 
cation of such programs at mid-year 
and annual meetings of N.A.L.U. 

The committee recognizes that the 
selection, appointment, training, and 
supervision of general agents and man- 
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Change Stand on Trade 
Association Provision 


Discussion of the participation requirement for group insurance covering trade as- 
sociations took up a considerable part of the session of the state law and legislation 
committee and resulted in a change being made in the report. 

The original report stated that subdivision four of the commissioners group life 
definition should be improved by, among other changes, a requirement that a certain 


percentage of employer members of the 
trade association must participate at date 
of issue and that the percentage “should 
be no less than 50 and no more than 75. 
If it is as low as 50, we believe that no 
less than 600 employes should be in- 
cluded at date of issue.” 

Robert R. Reno, Equitable Society, 
Chicago, objected to the requirement 
of 600 for 50% participation, saying that 
a large firm might have the bulk of its 
workers under a union benefit plan but 
want to do something for tht non-union- 
ized white-collar workers, who might 
not number anywhere near 600. He 
suggested 100 as a requirement. 


Drastic Suggestion 


Then it developed that there was a 
considerable sentiment for making the 
participation requirement a flat 75% 
with no alternative. However, Execu- 


tive Vice-president James E. Ruther- 
ford pointed out some practical objec- 
tions to so drastic a requirement. 

“What you’d like to say is ‘You ain’t 
gonna write no mo’ trade association 
cases,” he said jokingly, but went on 
to point that it is not good business to 
advocate a definite ban on such cover- 
age and furthermore that there is a 
place for trade association groups in 
the whole picture. He cited the New 
York hotels, where employes stay pretty 
steadily in hotel work but are constantly 
shifting from one hotel to another. 
Without being able to write coverage 
on a trade association basis the com- 
panies, he said, would be “in the put and 
take business.” He said the effort should 
be toward permitting the right kind of 
trade association group and banning the 
wrong kind. 

Mr. Rutherford said he thought the 


straight 75% participation requirement 
for employers was “a bit high.” He 
said 60% might be better, or possibly 
even 50%. He said the straight 75% 
requirement would cut out the large na- 
tional associations but that cutting the 
percentage to 50 and establishing the 
numerical requirement would permit 
the national groups. 

The final action was to eliminate any 
provision for less than 75% participation 
and to oppose any participation less 
than 75%, no matter how many em- 
ployes are covered. 

An attempt by Oren D. Pritchard, 
Union Central, Indianapolis, to get the 
trade association provision changed to 
fimit the amount for employer members 
limited to that allowed employes was 
discussed at some length but got only 
two favorable votes. 


Bank Savings Vigilance Urged 


There was some discussion the 


of 


need for continued vigilance against the . 


spread of savings bank life insurance to 
other states, particularly since it is not 
essential to have a mutual savings bank 
system in a state to set up a savings 
bank life insurance plan. The recom- 
mended course was to get to the bankers 
early and point out the undesirable fea- 
tures of the system, and persuade them 
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Dudley C. Fort, National Life & Acei. 
dent, Atlanta, vice-president of the Geor. 
gia association; W. Ray Moss, N.ALY, 
trustee, and his brother, James L. M 
both of Connecticut Mutual at Louisville, 








of the wisdom of bankers sticking to 
banking and life insurance men Sticking 
to life insurance. 

Mr. Pritchard brought up the point 
that the N.A.L.U. model qualification 
and license bill for life agents contains 
provisions for licensing of corporations 
and partnerships which he would like 
to see eliminated. Mr. Rutherford said 
the big thing is to make sure that be- 
fore any agent was permanently licensed 
he had to pass an examination. The 
committee voted to modify the refer- 
ence so that it would clearly apply to 
bona fide life agents only, as Mr. Prit- 
chard argued strongly that legislators 
would consider the corporation and 
partnership provision as indicating N.A, 
L.U. support of such licensing even 
though it had actually been put in only 
to take care of the states which permit 
such licensing. 

Reference to corporation and partner- 
ship agents can be inserted in the model 
in those states where present state laws 
provide for such license. 


Mass Coverage Situation 


Philip B. Hobbs, Equitable Society, 
Chicago, chairman of the mass coverage 
committee, was invited to report on the 
latest developments. He said that a 
big thing about the entire study made 
by N.A.L.U. and L.I.A.M.A., with Life 
Insurance Assn. and American Life 
Convention as interested observers at 
the conferences, was that the rancor 
has gone out of the situation and “we 
are looking at it from the point of view 
of what is good for the American insur- 
ing public.” 

Insurance Director Parkinson of Illi- 
nois was a guest at the state law and 
legislation committee meeting. At the 
request of the chairman, W. Ray Moss, 
Connecticut Mutual, Louisville, he was 
introduced by Mr. Reno, with whom he 
had gone to the meeting. 


Basler Is Installed as 
Mutual's St. Louis Manager 


Howard D. Basler, new St. Louis 
manager of Mutual Life, was installed 
at a luncheon Monday. Out of town 
guests included Frank B. Jackson, for- 
mer St. Louis manager and now a 
superintendent of agencies at the home 
office; and E. E. Waller, Chicago, the 
new central division superintendent of 
agencies. 

The affair was saddened by the re- 
cent death of President Alexander E. 
Patterson of Mutual Life, who was to 
have been present. J. Roger Hull, 
vice-president and manager of agen- 
cies, and Julian S. Myrick, 2nd_ vice- 
president, were to ‘have been present 
but remained in New York City for 
Mr. Patterson’s funeral. 


Tribute Paid to Patterson 


Mr. Waller paid tribute to Mr. Pat- 
terson as one of the greatest figures 
the life insurance business has ever 
known, “truly a remarkable man of 
energy and determination.” 

Mr. Waller predicted that the St. 
Louis agency, situated in an area 0 
conservative buyers who keep the cov- 
erage they buy, would become one 0 
the greatest agencies in the central divi- 
sion. 
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Ask Speedy Action to 
Get SS Cover for Agent 


The current official N.A.L.U. strategy for obtaining OSAI coverage for the agent 
was emphasized at the meeting of the committee of agents when all reference was 
eliminated in the printed report to the alternative of seeking legislation making agents 
employes for social security only. In performing the successful operation, Simon D. 
Weissman, Equitable Society, Boston, a member of the committee, made it clear that 


the only course which N.A.L.U. will fol- 
low is to try to induce the companies to 
recognize as employes all agents who so 
qualify under the strict common law 
definition. Following his motion, thc 
committee voted to strike from section 
seven of the report the recommendation 
that, as an alternative to company recog- 
nition, the committee should back special 
legislation. é 

Further to indicate that they wanted 
speedy action on the score of recogni- 
tion by the companies, the committee 
followed Mr. Weissman’s suggestion 
that the following wording be deleted 
from section seven of the committee of 
agents report: 

“We know it is not something that 
speedily can be accomplished but we 
feel that it will be to the best interest 
of the business for each company to 
give the status of its agents immediate 
study.” The members indicated they 
want action and the time for leisurely 
study is over. 


Test Cases in Mill 


Mr. Weissman maintained that the 
proviso endorsing special legislation went 
counter to the N.A.L.U. policy of 
eschewing class legislation of any sort. 
He reported that certain agents and 
companies are now preparing test cases 
seeking qualification under the common 
law definition of employe from the 
Treasury Department for social security. 
He anticipated that such rulings would 
be forthcoming by December and in 
the meantime said the N.A.L.U. high 
command has decided to withdraw en- 
dorsement of the special legislation ap- 
proach. 

Part of his reasoning was based on the 
fear that companies will jump in with 
N.A.L.U. if it endorses class legislation. 
The companies would pay happy lip 
service to such legislation and then stall 


off any individual action on the grounds | 


that all there was to do was to sit back 
and wait for something to happen in 
Congress 10 years hence if ever, he 


charged. 
The committee was piloted by its 
chairman, John P. Costello, South- 


western Life, Dallas, who made numer- 
ous contributions to the discussions. Mr. 
Costello advanced the admittedly ran- 
dom thought on opening the session 
that the N.L.R.B.-Inland Steel case 
now pending in the U. S. Supreme 
Court which in the lower courts has 
seen pensions characterized as subject 
to collective bargaining may mean a 
tash of self-administered pension plans. 
Will the agent be expected to service 
such plans free, he asked. 


Mass Selling Controversy 


First point of controversy in the writ- 
ten report of the committee of agents 
arose in section four, headed “Mass 
Selling of Life Insurance.” This had 
read: 

“It is vitally important, as this com- 
mittee sees it, that the members of this 
associaton exert their utmost efforts to 
secure the passage in all states of group 
aws which at least will discourage and 
make difficult the writing of those trade 
and professional types of group cover- 
age which most companies and field men 
agree are not in the best long-time inter- 
est of the insuring public or our busi- 
ness,” 

This. surgery cut out reference to 
the opinion of insurance men and was 
accomplished at the motion of H. Coch- 
fan Fisher, Aetna Life, Washington, 
who enunciated a principle which most 
ot those present applauded and_ pro- 
ceeded to follow in cutting out “or our 
business.” Mr. Fisher stated that it was 
not that which affected the existence or 
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welfare of the agent in the insurance 
industry that counts, but it is what 
affects the interest of the public. He in- 


dicated that official pronouncements ob- 
viously founded upon self-interest do the 
agent nothing but harm. 

In answer to statements by several, 
to the effect that they valued their sta- 
tus as independent contractors and did 
not want to come under social security, 
Mr. Weissman said that changes in the 
economic climate make OASI coverage 
likely for the agent whether he wants it 
or not. If he is not qualified for SS 
under the common law definition by his 
company, Mr. Weissman said that the 
agent will be brought under a self-em- 
ployed status which will undoubtedly 


be created. In this state the agent will 
pay all of the SS contribution, the 
company none. He will pay the income 
tax on his contributions to a pension. 
Mr. Weissman indicated that all the 
odds make it more advantageous to the 
agent to come under social security as 
an employe. 

A. R. Carstens, New England Mutual, 
Detroit, expressed fear that in amend- 
ing the contracts of agents to make 
them eligible for SS, the companies will 
take the opportunity to whittle down 
freedom of action all they can. 

Mr. Weissman replied that if the 

(CONTINUED ON PAGE 48) 
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When you attend the 


ees NAL Convention... 


DO PAY US 
A VISIT! 


The impressive new Home Office plant of the friendly 
Franklin Life is in Springfield, just two hours north of 


St. Louis. 


Should you come through our city we would be happy 
to take you on a conducted tour of our beautiful, effi- 
cient, air-conditioned new building. Frankly we are 


proud of it. 


Springfield is full of Lincoln shrines, too, which you 
would enjoy seeing. Here stands his home, and here he 


lies buried. 


To all of you—our latchstring is out! 





FRANKLIN LIFE Ss" 
COMPANY 
CMAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS . 


DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 
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Agents, Companies 
See Eye to Eye 


On Legislation 


The meeting of the N.A.L.U. law and 
legislation committee was marked by 
the presence of Bruce E. Shepherd, 
manager of Life Insurance Assn. of 
America, and Ralph H. Kastner, asso- 
ciate gemeral counsel of American Life 
Convention and it was evident that there 
is complete harmony between the agents 
and the companies in seeking the life 
insurance improvements embodied in 
HR 6712. This is the revenue bill that 
passed the House at the last session 
but too late to be considered by the 
Senate. It would change income taxa- 
tion basis for annuities and make other 
desirable changes referred to in the 
committee report. 

Mr. Shepherd said that there is al- 
ways the problem of deciding how much 
the industry can wisely try to accom- 
plish at one time. He said that on some 
items it is perhaps better to hold off 
till it can be-determined what objectives 
to concentrate on these will have to be 
decided after the complexion of the 
new Congress is determined. 


Both Mr. Shepherd and Mr. Kastner 
said it was a pleasure to work with 
James B. Hallett, N.A.L.U. general 
counsel, whose promotion to that rank 
from attorney was voted the day before 
by the trustees. 

On motion of N. H. Seefurth, North- 
western Mutual, Chicago, the commit- 
tee voted to empower its chairman, Judd 
C. Benson, Union Central, Cincinnati, 
to present a resolution to the National 
council expressing thanks, commenda- 
tion and appreciation to the tax section 
of the American Bar Assn. and _ its 
chairman, William A. Sutherland, for 
their work in behalf of HR 6712. Mr. 
Benson also commended the work of 
the trust section of the American Bank- 
ers Assn. in this field. 


L.LA., A.L.C. and Federal Legislation 


Mr. Hallett spoke appreciatively of 
what the L.I.A. and A.L.C. are doing 
in advancing the federal legislation in 
which the agents are interested, saying, 
“Our interests are not similar—they are 
identical.” 

Gerard Brown, Penn Mutual, Chicago, 
asked that immediate attention be given 
to the removal of the tax discrimination 
against policies transferred for a con- 
sideration. After some discussion of the 
wisdom of making a high-priority mat- 
ter of it just now, it was agreed to place 
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@A great, Mid-Western Institu- 
tion dedicated to unsurpassed 
service in everything pertain- 
ing to the business of Life 


Insurance. 


pride ourselves on the 


friendly personal feeling that 
exists between our Represent- 
atives, Policyowners and the 
Home Office. 


@ Our willingness to serve well, 


remains our greatest asset. 


* 


R. L. BURNS, President 


FRANK B. JACOBSHAGEN, Vice Pres.-Secretary 
J. H. STEWART, JR., Vice Pres.-Treasurer 


= _ THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Wichita, Kansas 


“Policies that Protect” 











it in its proper place in the legislative aging director of L.I.A.M.A., attended 


program at the committee’s discretion. 


Charles J. Zimmerman, associate man- 


and was introduced by Chairman Ben- 
son. f 








“Time” Has Unique Convention Exhibit 
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“Time” magazine is represented by a 
unique exhibit at the convention. It 
consists of two side panels with the 
names of insurance firms advertising 
in “Time,” flanking a large central panel 
which will have slotted compartments 
very much like those found in a post 
office in which will be found a com- 
plete alphabetical listing by cities and 
towns of each of “Time’s” 1,200,000 
subscribers. 


——= 





A give-away sheet at the exhibit will 
be a breakdown of a persistency rating 
chart illustrating that the non-lapsing 
policyholders make up the bulk of 
“Time” readers. Consequently, it will 
be possible for the agent to look up 
the names of the persons to whom he 
has sold insurance as well as get the 
names of those people whom he may 
sell in the future. This will make a 
handy reference sheet. 








Ladies Treated to Tour, 
Fashion Preview and Dance 


St. Louis Life Underwriters Assn. 
and its women guests committee, head- 
ed by Mrs. F. Turner Munsell, wife 
of the St. Louis manager for New 
York Life, prepared a program of en- 
tertainment and. features for women 
attending the convention. 

The Wives’ Rendezvous, located on 
the mezzanine floor of the Hotel Jef- 
ferson is functioning for the special 
benefit of the visiting women, and there 
are hostesses on duty who answer 
questions, make helpful suggestions or 
are glad to chat. 

On Thursday there is a fashion tea 
for visiting wives who were treated 
to a preview of fall fashions. On Fri- 
day morning a bus will take the ladies 
on a tour of St. Louis and its environs, 
and guides will point out places of in- 
terest and their historic significance. 

Friday evening there will be a re- 
ception and ball for all the delegates 
to the convention and their wives at 
Hotel Jefferson at which special en- 
tertainment will be provided by the 
host association. 

Assisting Mrs. Munsell on the women 
guests committee are Mmes. J. Eugene 
Baker, Harold W. Banbury, John R. 
‘Buhr, Nathan H. Burgheim, William 
King, John H. Leaver, Arthur E. Mil- 
ler, Cecil F. Montague, Ashley Papin, 
Joseph T. Peterson, Adam Rosenthal 
and Arthur H. Wallace. 





Company Dinners Listed 


Companies which have dinners. sche- 
duled for Friday night include Aetna, 
Bankers Life of Iowa, Business Men’s 
Assurance, Central Life of Iowa, Con- 
necticut Mutual Life, Equitable Life of 
Iowa, Equitable Society, Farm Bureau, 
General American Life, Great-West 
Life, Guardian Life, Home Life, New 
York, John Hancock Mutual Life, Jef- 
ferson Standard Life, Kansas City Life, 


Lincoln National Life, Massachusetts 
Mutual Life, Minnesota Mutual Life, 
Mutual Benefit Life, National Life of 
Vermont, New England Mutual Life, 
New York Life, Northwestern Mutual 
Life, Northwestern National Life, Occi- 
dental Life, Ohio State Life, Pacific 
Mutual Life, Provident Mutual Life, 
Prudential, State Mutual Life, and Trav- 
elers. 

Mutual Life and Union Central din- 
ners were cancelled because of the 
deaths of A. E. Patterson and W. E. 
Barton. 





Thurman to Fern Agency 


The Fred S. Fern agency of National 
Life at Newark, has appointed Oliver 
Thurman, Jr., supervisor. Mr. Thur- 
man resigned as administrative assistant 
of Air Reduction Research Laboratories, 
Murray Hill, N. J. He is a C.L.U., and 
before the war was with Mutual Benefit 


-at Pittsburgh. Then he went with the 


Nelson Ward general insurance agency 
at Newark to head its life department. 

He comes from an insurance family. 
His father is a retired vice-president of 
Mutual Benefit; an uncle, William Thur- 
man, is general agent of that company 
at Newark, and another uncle, E. B 
Thurman, is general agent of New Eng- 
land Mutual at Chicago. 





New Institute Exhibit 


Fred Kelsey, educational director, and 
his assistant, Edward B. Burr, of the 
Institute of Life Insurance, rolled up 
their shirt sleeves and set up the beau- 
tiful new illuminated exhibit of the ad- 
vertising campaign of the institute. This 
fits into a huge crate which presents 
quite a shipping job and unpacking job. 

Mr. Burr is well gquipped for this 
skilled type labor, having graduated from 
the business school of the University 0 
Pennsylvania but a short time ago an 
having signed up with the institute 
shortly thereafter. 
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“"|Leading Life Offices of Chicago 
N. A. L. U. 59th Anniversary 


The offices listed on this page are leaders in the life insurance field in Chicago. They believe in the National 





Association and for what it stands, and through this medium extend their cordial greetings 


to the 59th annual meeting in St. Louis 
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ALL FORMS OF ORDINARY, GROUP AND PENSION CONTRACTS 
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JOSHUA B. GLASSER 


General Agent General Agent 
AETNA LIFE INSURANCE COMPANY CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company 
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Telephone Andover 1920 CHICAGO 3, ILLINOIS ° CENTRAL 6-1296 
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wa Don Wither ime, Grou = Home Office: Newark, N. J. 2 
Byron U- rokerage oy 
eyrT. Townsend, Brok " « Angeles 14 || 448 South Hill Street Los Angeles 13 
409 South Grand Ave~ a 
HAROLD G. SAUL and 
EDWIN R. JOOS y 


General Agents for Southern California 


Carlos Schuster, Brokerage Mgr. 


fe Wi, , To The National Association! of 


Telephone: Trinity 3421 ¢ 
510 W. 6th Street Los Angeles 14 1 
WALTER S. PAYNE 


Manager 


_THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
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THE E. A. ELLIS AGENCY 


E. A. Ellis, General Agent 
Hugh B. McDuffee, Ass't. Gen. Agent 
Charles M. Ganster, Agency Supervisor 























+ Home Office: Newark, N. J. 
TROY ZIGLAR — BILL PEACOCK 
PACIFIC MUTUAL LIFE LAWRENCE SWEENEY — JIM SPRINGER 
INSURANCE COMPANY Assistant Managers 
523 W. 6th Street Los Angeles 14 210 W. 7th Street Los Angeles 14 
J. F. HACKMAN STERLING C. HOLSTON NORTHWESTERN MUTUAL LIFE 
General Agent AGENCY INSURANCE COMPANY 
Sterling C. Holston, General Agent 
THE coogi ga Thomas H. MacManus, Asst. General Agent + 
aeeeees BANKERS LIFE INSURANCE 
"Personalized Brokerage Service" COMPANY OF NEBRASKA JOHN R. MAGE 
Telephone Tr. 1127 Telephone Madison 6-4433 General Agent 
510 W. 6th St. Los Angeles 14 609 South Grand Ave., Los Angeles 14 609 South Grand Ave., Los Angeles 14 
WILMER M. HAMMOND THE A. E. KRAUS AGENCY CARL DEVRIES AND 
General Agent Arthur E. Kraus, C.L.U., Gen. Agt. ASSOCIATES 
John H. Cobb, Director of Training 
+ |. J. Silbert, John Furedy, Sales Mgrs. ; y 
¢C 
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ROBERT L. ALTICK, C.L.U. 
General Agent 
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MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 





215 W. Fifth St. Los Angeles 13 


“Complete Brokerage Facilities” 
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CHARLES L. J. FEE 
Genera] Agent 
Ed. Vv. Linsenbard, Asst. Gen Agt 
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HAYS & BRADSTREET 


General Agents 
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NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY OF 
BOSTON 


609 S. Grand Ave. Los Angeles 14 








Phinehas Prouty, Jr. Melzar C. Jones 


PROUTY AND JONES 


General Agents 


CONNECTICUT MUTUAL LIFE 


INSURANCE COMPANY 
At Los Angeles, California 


Greetings to N.A.L.U. at St. Louis and best wishes to 
Stratford Lee Morton Agency celebrating 100 years in 
St. Louis with Connecticut Mutual 


WALTER J. STOESSEL 
General Agent 


Ralph L. Chambers, Asst. General Agent 
Southern California Agency 


NATIONAL LIFE INSURANCE 
COMPANY 


Home Office: Montpelier, Vermont 
Purely mutual — established 1850 


609 S. Grand Avenue Los Angeles 14 








MURRELL BROTHERS 


General Agents for 
California and Nevada 
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THE MUTUAL BENEFIT LIFE 
INS. CO. OF NEWARK, N. J. 


W. L. Murrell T. G. Murrell, C.L.U. 
510 W. 6th Street 548 Mills Tower 
Los Angeles 14 San Francisco 4 


THE A. C. KRAUEL AGENCY 


A. C. Krauel, General Agent 
Kergie Moore — E. G. Kaenel 
Supervisors 
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PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
523 West Sixth Street 
Los Angeles 14 


J. C. SCHAEFER, C.L.U. 
Agency Manager 
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GREAT-WEST LIFE ASSURANCE 
COMPANY 


639 South Spring St. Los Angeles 14 
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AGENCY 
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OCCIDENTAL LIFE INSURANCE 
COMPANY 
Robert Ogden, Manager 


“Brokerage Department” 
530 West Sixth Street, Los Angeles 14 











N. J. NELSON 
Southern California Department 
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RELIANCE LIFE INSURANCE 
COMPANY OF PITTSBURGH 


York 1144 
6336 Wilshire Blvd. 


Los Angeles 36 








WM. H. SIEGMUND AGENCY 


Wm. H. Siegmund, General Agent 
E. G. Walls, Assistant General Agent 
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CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


609 South Grand Ave., Los Angeles 14 
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Women Leatiers Tell How 
to Win and Hold Prospects 


The program for the Women’s Quar- 
ter Million Dollar Round Table fol- 
lowing a dinner Wednesday evening 
was built around the theme, “How to 
Win and Hold a Client.” 


PROSPECTING 








Edna A. Webb, agent for Equitable 
of Iowa, St Louis, discussed prospect- 
ing for new clients and told her system. 

The agent must plan in order to see 
the right people at the right time. Hav- 
ing available at all times a list of the 
right people with the list so organized 
that the right time can ‘be arranged for 
interviews is good prospecting. 

She said: “Every underwriter knows 
that his success is based on the effec- 
tiveness of prospecting. The most gifted 
salesman cannot ‘show his merchan- 
dise’ without a selective market where- 
in to show it. 

“Prospecting is a 
of the selling process. It is the corner- 
stone of the entire sales structure. It is 
the first and basic step upon which all 
subsequent steps on the path to the close 
depend.” 

She related how she called on a cer- 
tain banker, discovered he was not in- 
terested and not too tactful about telling 
her so, but after changing the subject 
and talking with him a little while she 
was rewarded with two names, poten- 
tial prospects and. finally clients, ° 

She stated that a name becomes a 
prospect only when the agent has com- 
manded that degree of confidence which 
causes the prospect to “open up” and 
freely discuss his problems. The logical 
prospect is always a friend or an ac- 
quaintance. The larger this circle the 
larger the qualified prospect list can 
grow. It is apparent therefore, that this 
circle of friends and acquaintances must 
be developed and enlarged. 

“There is no ‘better way than being 
interested in others,” she said. “I like to 
meet new people, to be in their homes. 
I am genuinely interested in their plans, 
their accomplishments, happy to share 
in their successes, their joys and their 
sorrows. 

“I do not deliberately enlarge my cir- 
cle of acquaintances in order to capital- 
ize, but rather keep active in many cir- 
cles, such as club, church, civic and 
community enterprises, always on the 
lookout for a service I may sincerely 
perform. I try to know people and be 


vital concomitant 


favorably known by people. These ac- 
tivities provide a wealth of names, and 
information that can later ‘be translated 
into ‘life insurance needs.’ ” 

A “nose” or “sense” for prospects can 
be developed through constant observa- 
tion, constant listening, discovering 
changes, recognizing opportunities and 
sensing situations. 

She recommends developing the abil- 
ity to see and visualize an individual as 
a prospect through a trained eye. As an 
example she said that when she was 
connected with women’s ready to wear, 
the merchandising executive always 
gave this valuable advice: “When you 
see a woman approaching, always try to 
picture her in a costume from your 
stock. Practice that wherever you are, 
on the bus, in the restaurant. See her in 
a hat from our shelf.” Translated into 
life insurance language, this would 
mean ‘picture the needs, visualize the 
family, visualize your prospect all the 
way along the line, 20, 30 or 40 years 
from now, and tell him what you see, 
then show him how he can create for 
himself a more interesting and pleasant 
satisfactory picture.” 

See—hear—and make a note, at least 
a mental one, until the opportunity to 
jot it down presents itself. If friends 
have moved, where did they go? Who 
moved into their house? Why did they? 
Where did they come from? 


Kindness Leads to Sales 


definite insurance 
services as well as other acts of kind- 
ness or thoughtfulness for clients or 
acquaintances, she develops centers of 
influence. As for example: An_ac- 
countant friend was desirous of con- 
tacting a new business firm. She ar- 
ranged a social affair. The accountant 
gave her letters of introduction which 
have resulted in $70,000 of new  busi- 
ness, and is gradually developing into 
an endless chain. / 

The centers of 
informed on successes. 
ate it, and will tell others. 

A civic hostess service keeps her in- 
formed as to all newcomers. The host- 
ess presents new people with a calen- 
dar, tells them about her in a newsy, 
nonchalant manner. Prestige is imme- 
diately established and on the follow- 
up call she always recognized and 
welcomed. 

She meets individuals whom 
wants to develop as prospects by 
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ing at the same places, attending the 
same meetings. 

She drives out of her way to the bus 
line in order to pick up someone waiting 
to go down town. 

She concluded with, ‘Prospecting 
does not end with securing names and 
information. The matter of qualifying 
and organizing your system is of great 
importance. Eliminated names must be 
replaced. It must be suited to your own 
needs. It must be attacked in the sase> 
aggressive spirit in which you work at 
the job of selling.” 


THE APPROACH 








Hermine R. Kuhn, agency first field 
assistant of Manhattan Life, New York, 
commented on the 

state of mind in 

life insurance cir- 


cles today which is 
assuming that the 
selling of life in- 
surance is tending 
toward iicreased 
resistance; in brief, 
that it is going to 
get more difficult. 
“Tt there is war- 
rant for such _ be- 
lief, I confess I am 
unable to accept it. 
The facts point the 
other way,” she 





Hermine R. Kuhn 


said. 

“We life insurance underwriters are 
not trained to view an objective in terms 
of it’s being easy or hard to reach. We 
know that we sell a service which 
rewarding to the purchaser of insurance. 
We know that if we do enough success- 


is 


ful selling, we not only benefit these 
purchasers of insurance, but do very 


well by ourselves. 

“No one here present expects, or ever 
expected, or ever will éxpect, strangers 
to look you up, seek you out, and say 
they want to buy some life insurance. 
I don’t need to tell you that it doesn’t 
work that way. The job the other 
way around. We have seek the 
strangers out.’ 

She took issue with the idea that sell- 
ing life insurance is going to be more 
dificult, “I don't say that it ever will 
be less easy. But anyone with the most 
superficial knowledge of general condi- 
tions and particularly life insurance’s 
application to the tax situation of recent 
development—anyone with that informa- 
tion at hand—and we all have it—would 
see there is a wide road open for in- 
telligent, cooperative selling.” 

She spoke especially of the 1948 fed- 
eral revenue and its possibilities in the 
fields of income tax, estate tax and gift 
tax. 


is 


to 








Maxwell L. Hoffman, director of field 
services of N.A.L.U., goes over convention 


arrangements with his secretary, 
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“These three we can use in our field 
toward the estate planning which can 
be applied to any man w ho possesses an 
estate of over $60,000.” 

It can be taken for granted that al- 
most any~* prospect is already aware 
how this new revenue act favors him, 
when it does, in the field of income tax. 
Thereiore she suggested saying to either 
a new prospect or an old client: “Mr. 
Smith, no doubt you are fully aware of 
the income tax saving which can be 
made available to you under the marital 
deduction under the new 1948 revenue 


act, “but’’ — she suggested emphasizing 
and leaning on the “but” for a mo- 
ment—“you may not realize how far 


reaching this new law is. Your entire 
personal financial structure as well as 
your family structure, is involved. 
Whether you gain or lose from this act 
depends on the arrangements you make 
today.” 


Shocks Prospect into Listening 


Her purpose is to shock the prospect 
into an attitude of being willing to listen 
and learn, and take action. If he is made 
unsure of his present arrangements, he 
will be willing to listen. No doubt he 
already knows of possible income tax 
benefits, but doubtless he does not know 
of the striking savings possible in the 
field of estate and gift taxes. 

She then took up in considerable de- 
tail the marital deduction feature of the 
act. 

Life insurance aims to allow a person 
to realize a much desired objective, 
being able to distribute a definite degree 
of security when and as he desires. 
Perhaps life insurance is the only medi- 
um by/ which this worthy objective can 
be reached. Most definitely tax savings 
are not a primary objective in arriving 
at a sound estate plan, and be sure to 
get that across to your prospect. But 
having said that, there is no reason why 
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we should not be helpful in telling a 
rospect how much savings can be real- 
ized. Indeed, we would be remiss in our 
duty not to offer such help.” 
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ticular prospect whose requirements are 
pretty well known to us, and whom we 
can see under the most favorable condi- 
tions.” 





"PRESENTING IDEA 


THE CLOSE 





Irene P. Monfort, Union Central Life, 
Cincinnati, declared that the power of 
ideas is clearly illustrated in life insur- 
ance as the greatest things it has to sell 
are ideas. 

Ideas—on how a father may provide 
security for his family, even though he 
may not be present to take care of it 
personally. Ideas—on how a man may 
receive a guaranteed, regular income for 
every day, following the day when_he 
can no longer earn it. _ Ideas—on how a 
man can insure that his wife and chil- 
dren will always have their home, even 
if something should happen to him be- 
fore he could retire the mortgage. Ideas 
—on how a man can alleviate the tax 
burden on his estate. ; 


Have Something to Say 


She took up two phases of life insur- 
ance selling. 

“In the first place, you have to have 
someone to see. In the second place, 
after you see him, you have to have 
something to say. Something that will 
interest him. Ideas! 

“IT have often delayed calling on a 
prospect. Delayed for months, because I 
couldn’t sell myself on an idea I thought 
worthwhile to present. I didn’t hesitate 
because of lack of confidence—because 
I wasn’t sure of my reception. In the 
cases of which I am thinking, I was 
fully acquainted with the personalities 
and financial situations of the prospects. 
Tht approach, in each case, was put off 
simply because I couldn’t be sold on an 
idea which I thought would sell the 
prospect. And if I can’t sell an idea to 
myself, I certainly can’t sell it to any- 
one else. 

“Once I feel convinced, however, that 
I have an idea which a prospect should 
buy, I’m a pretty tough person to dis- 
courage.” 


No Fixed Sales Talk 


She said that she has no fixed sales 
talk and does not use visual sales mate- 
rial. After she gets the idea, she has a 
form prepared, outlining the presenta- 
tion. After establishing a background 
for the sale, she shows a schedule of 
costs and results obtained by insurance 
deposits. 

“IT watch a prospect closely during a 
presentation. I study his reactions. If I 
think he is going to start making objec- 
tions, I beat him to it. The best defense, 
I have often heard said, is a good 
offense. I have previously thought of all 
the objections I, myself, might have to 
taking the plan were I in my prospect's 
position. And I give them to him quite 
frankly during the interview, before he 
has a chance to bring them out himself. 

“Also, while ferreting out those pos- 
sible objections prior to the interview, I 
counter with reasons to overcome them. 
You know, it’s amazing sometimes how 
good sound reasoning on the part of 
the salesman will make a_ prospect's 
strongest objections vanish like a wisp 
of smoke. 


Don’t Assume Prospect Is Dumb 


“It’s foolish for me to assume that 
my prospect is dumb. He is probably 
much smarter than I. So I often let 
him talk while I remain silent. It isn’t 
a bad technique. More than once a pros- 
pect of mine has talked himself into a 
sale. But every time he either bought 
an idea—or an adaptation of an idea— 
which I gave him before I fell silent. 

“Ideas in life insurance selling may 
cover a wide range. It may be a simple 
Savings plan designed to help a young 
girl or boy build a reserve fund for a 
special purpose. It may be an elaborate 
tax program, constructed for the pur- 
pose of conserving an estate. 

“If we are wise, though, an idea we 
choose should be easy for us to present; 
an idea selected specifically for a par- 


Rae C. Levy, John Hancock, Dallas, 
concluded the series. She remarked that 
the agent has found prospect, _ap- 
proached him, presented the idea and 
met his objections. With a reasonable 
amount of knowledge and prestige as 


and approaches the close with a quiet 
earnestness and sincerity. He is present- 
ing the prospect with a plan that is for 
his benefit; it is going to provide either 
for his family or for himself in the 
years to come. At this point, let the 
prospect take the lead and let him feel 
he is buying and not being sold. In let- 
ting him take the lead, however, she 
warned that the agent must at all times 
be_master of the situation and be pre- 
pared to take over and show the advan- 
tages of protection and _ guaranteed 
investment. 
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prospect’s way of thinking to other 
channels. 

She said: “On a moment's. notice we 
must be prepared to change our own 
ideas and plans. We have been trying 
to sell an endowment policy only to 
find, as I did, that the man had no 
beneficiary of any kind. He was 54 years 
of age, a bachelor, and making more 
than $20,000 per year, so our plans 
were changed. A retirement annuity was 
then presented and the case closed for 
an annual:premium of more than $2,600, 


Except for this quick switch of thought 


background, the agent has confidence 


He must be prepared to switch the 


(CONTINUED ON. PAGE 28) 





GREETINGS 






to N.A.L.U. 


THE HEART OF 
ILLINOIS 





CHESTER T. WARDWELL, C.L.U. 
General Agent 


THE CONNECTICUT MUTUAL LIFE INSURANCE 
COMPANY—Hartford, Conn. 
Established 1846 
Suite 620-24 
The Central National Bank Bldg. 


Peoria, Illinois 


PEORIA 
ORDINARY AGENCY 
THE PRUDENTIAL INSURANCE COMPANY OF 
AMERICA—HOME OFFICE NEWARK, N. J. 
WILLARD A. GUERBER, MANAGER 
Serving 83 counties from the Heart of Illinois 


200-A Commercial Nat'l. Bank Bldg. Phone 6-611! 





E. R. SMALL AND. ASSOCIATES 
General Agent 
for 
Central Ilinois 


LINCOLN NATIONAL LIFE INSURANCE CO. 
1121-4 Jefferson Bldg. Telephone 4-9243 


An Agency Well Equipped to Handle 
Brokerage Business 


JAMES M. CLARK 


General Agent 


CS jn INSURANCE A S 
@F Beeven Mareasmvoawe 


802 Lehmann Bidg. 
Peoria 





« 
fweea ws! 


RAYMOND F. BIERBAUM 
General Agent and Associates 
THE MUTUAL BENEFIT LIFE 


INSURANCE COMPANY 
Phone 4-3136 1007-10 Jefferson Bldg. 


LESTER O. SCHRIVER 


General Agent 


301-305 So. Jefferson Ave., Peoria 2, Illinois 
Telephones—Bus. 3-3791—Res. 9658 





FREDERICK R. LUTHY 
General Agent 


PENN MUTUAL LIFE INSURANCE CO. 
OF PHILADELPHIA, PA. 


600-A Commercial National Bank Bldg. 
Peoria, Illinois 








REULING & WILLIAMSON 
General Agents 


MASSACHUSETTS MUTUAL LIFE INS. CO. 
Springfield, Massachusetts 


Sixth Floor, Lehmann Bldg. 


Peoria, Illinois 














; 
; 
} 
: 
} 
$ 
} 
t 
; 
| 
i 
} 
H 
| 
H 
} 
f 





THE NATIO 
NAL UNDER 
W. 
RITER LIFE INSURANCE EDITION 
; sigh Ist Da | 
y 9 Jot Day 
























HARRY GARDINER 


General Agent 
+ 


JOHN HANCOCK MUTUAL 
LIFE {INSURANCE COMPANY 
925 BROADWAY 





THE FRASER AGENCY 
T~ MUTUAL 


oF 
THE CONNECTICU 
COMPANY 


LIFE [INSURANCE 
* 
N. Y. 6 


149 Broadway, 
N. Y. 18 


1440 Broadway, 



























L AGENCY 
Donald S. Connell 


THE CONNEL 


Clancy D- Connell 
General Agents 


99 John Street 


Walter J. Brennan, 
PROVIDENT MUTUAL 
NCE COMPANY 


Brokerage Supervisor 


LIFE JINSURA 








New York 


























THE juLius M. EISENDRATH 
AGENCY 
° 
GUAR 
LIFE [NSURANCE COMPANY 
1800 Empire State Building 

New Yor 
CHickering 4 
















































a WHEELER H. KING, C.L.U. . 
and Associates OSBORNE BETHEA 
is rs General Agent 
> 
NEW ENGLAND MUTUAL : tHE PENN MUTUAL 
500 ve sae pen York | LIFE [INSURANCE COMPANY 
—" | 50 Church Street LI 
— New York City 

































































Ps epee 
Bernard Jaffe, president Bernard Bergen. Vice-President 
JAFFE-BERGEN AGENCY. INC. [ 
GENERAL AGENT CQ 
+ THE {Ss Sop AGENCY 
MUTUAL TRUST BERKSHIRE 
LIFE INSURANCE co. LIFE {INSURANCE COMPANY 
16 Court Street 59 John mee’ 921 Bergen Avenue 
Brooklyn 2, Le New York 7, N. °° @ Jersey City 6, N. J- 
uLster 5-296 6 BEekman 39-8836 ane agit journal pe 4.3724 
REctor 24540 











XUM 











ss ss “ ai 
’ 
9 48 











LAMBERT 
AGENCY 


successor to 





NEW 


New York 
MUrray 





M. HUPPELER 


Cc: PB. DAWSON 
ENGLAND MUTUAL 
527 Sth Avenue 


Hill 7-0800 




















GREETINGS 


T . 
o the National Association of 





~ Underwriters from New York 
eneral Agents and Managers | 











THE MUTUAL BENEFIT 
LIFE INSURANCE 
Vv 


ARTHUR 











H. ARTHUR SCHMIDT AGENCY 


+ 


NEW ENGLAND MUTUAL 
217 Broadway 
New York 
WOrth 4-3800 — 





——————«— 











John Street Office 





 . 
ye fy, Nath in ia \on 
MANHATTAN CONNECTICUT GENERAL LIFE 
OMPANY INSURANCE COMPANY 
+ 


LIFE |NSURANCE C 
General Agent 


AVENUE, NEW YORK 1 
Cc. W. SABIN, Manager 


1, N. Y¥- 














ER & DAVIDSON 
AGENCY 
+ 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 
386 Fourth Avenue 
New York 


C.L.U. Walter S. Davidson 
General Agents 


KRUEG 





Harry Krueger, 










































151 William Street, 


WwW YORK 
REctor 29-7900 


521 FIFTH 
MUrray Hill 2-3990 
WHitehall 3-6767 
| + 
P S ] Zs pene sams ae 
2 | pHONE BARCLAY 71-3836 : 
RAYMON F. THORNE ; 
GENERAL AGENT 4 AETNA LIFE INSURANCE 
‘ COMPANY 
O. A. KREBS 
BERKSHIRE General Agent 
LIFE INSURANCE COMPANY e 
NE 
New York 


225 BROADW AY 

















THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
+ 














THE N 7 sa 
at NATIONAL UNDERWRITER LIFE INSU 





Des Moines, Iowa 


BRUCE OLDS 


Regional Group Manager 


RAY P. TUCKER 


St. Louis Agency Manager 


Chestnut 4404 





506 Olive Street 





BANKERS LIFE COMPANY 


R: \NCE EDITION 


——= 





GREAT WEST LIFE 
ASSURANCE COMPANY 


“Your Future is Our Business — Today” 


GORDON F. CANTELON 


Branch Manager 





























St. Louis Room 807, 408 Olive 





GARFIELD 0702 











LESTER S. BECKER 
& ASSOCIATES 


General Agents 


LINCOLN NATIONAL LIFE 
insurance Company 














PHONE: CHESTNUT 2385 
MAX B. JACKOWAY 


General Agent 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 
ST. LOUIS, MO. 

















Garfield 3890 


Douglas O. Brooks 
General Agent 
D. O. BROOKS & ASSOCIATES 
Provident Mutual Life Insurance 
Company of Philadelphia 


506 Olive Street St. Louis 1, Missouri 











Telephone Main 2673 


DONALD D. KELLY 


721 Olive Street, St. Louis, Mo. 


General Agent 














Federal Life Insurance 


Compan : 
HOME OFFICE — CHICAGO, ILLINOIS .... 


Non-Cancélable Accident & Health, Hospitaliza- 
tion, Children’s Insurance, Group Insurance, 
Mortgage Redemption, Educational. Insur- 
ance, Institutional Financing 


Frank R. Philpott 
. Manager 
Suite 1520, Boatmen’s Bank Building 
Phone Chestnut 5334 


St. Louis 2, Missouri 

















Phones Garfield 4130 


S. LESTER FORD 


General A gent 

















GARFIELD 2484 


WILLIAM KING 
Chartered Life Underwriter 
Manager 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


418 Olive Street, Suite 300 


Saint Louis 2, Missouri 






















THE ST. LOUIS GENERAL A 


TO THEIR CITY THE MEMBERS FRIE 
ASSOCIATION OF LIFE 












EMBAND 





RIT 
TING 



























































Equitable Life Insurance 
Company of lowa 


Suite 1230 Boatmen’s Bank ‘Building 


St. Louis, Mo. 














CARL H. LANE 


Railway Exchange Building 
ST. LOUIS 1, MISSOURI 


2047 


RALPH p. LOWENSTEIN 


Gene 
eral Agent and Associates 


Manager @ 
RELIANCE LIFE 
INSURA Mass 
COMPANY OF PITTSBURe® ssachusetts Mutual Life 


OFFICE PHONE: MAIN 2649 











Insurance Company 
7th floor, 506 Olive Street 





















GLEN 








THE F 


506 Olive 












y 


D MANAGERS WELCOME 


AGEN: 


BERS MIRIENDS O 
E UNMWRITE 

































' Day i 


gs FOR THIS 59TH 


NATIONAL LIFE CONVE 


NTION DAILY 














V0 








Joseph T. Peterson, C.L.U. 


The Guardian Life Insurance Co. 


1407 Ambassador Bldg. 


Manager 


of America 





ADAM ROSENTHAL AGENCY 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


1501 Locust St. St., Louis, Mo. 








Saint Louis 











F THE NATIONAL 








Phoenix Mutual Life 
Insurance Co. of Hartford, 
Conn. 

HAROLD W. BANBURY 
Manager 
ERVIN A. PICKEL 
Office Manager 
1634 Arcade Bldg. 

GARFIELD 4451 














W. H. Van Sickler & Associates 


STATE MUTUAL LIFE 
- ASSURANCE COMPANY 


Chemical Building 
St. Louis, Mo. 











CLARENCE H. POINDEXTER 


General Agent 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


5th Floor, 506 Olive St. 
ST. LOUIS, MISSOURI 











The St. Louis Columbian 
Agency, Inc. 


LEO. E. COFFMAN, PRESIDENT 
General: Agents 
The Columbian National Life 
Insurance Company 


509 Olive St. 
MAIN 2532 








St. Louis 1, Mo. 
































MAIN 0694 
GLEN A. McTAGGART, C.L.U. 


Manager 


THE PRUDENTIAL INSURANCE 
CO. OF AMERICA 


$06 Olive Street 


ST. LOUIS, MO. 











GARFIELD 0926 


PORTNOY-SALOMON 
& COMPANY 


Suite 1001 Ambassador Building 
Saint Louis 1, Missouri 


SIDNEY SALOMON. JR. 





Life Insurance Underwriters and Consultants 


R. JOYCE PORTNOY 


UNITED BENEFIT LIFE 
INSURANCE CO. 


1205-12 Mississippi 
Valley Trust Building 
e 


Hawkins and Lewis Agency 


Central 9855 























THE RENCH AGENCY 


National Life Insurance 
Company 
Montpelier, Vermont 


1410 Boatmans Bank Building. 


WELLBORN ESTES 
Branch Manager 
ident 
et of Calif 
314 North Broadway 
Chestnut: 8843 
COME IN AND SEE US 











al Life Insurance — 
ornia 

















St. Louis, Missouri 





































































28 THE NATIONAL UNDERWRITER LIFE INSURANCE EDITION Ist Day Ist D 
4 This extra always shows the insurance such a man. “Every time we 
Women Tell How to Win, Hold Prospects payable to the man’s wife. In practically around to the close, i: brought up Tru 
(CONTINUED FROM PAGE 23) every instance, she has been able to other reason for not signing then, He 
ieee the Prog srt agreed and had a wife and two children, My Cor 
. , ° the insured 1 e Tvi } i 
and presentation, this nice sale and for you, for it is a known fact that only i has Haid ua ier bse fees yr Hid the Pol Ee a hip prone ; 
pleased client would not have been mine. five out of every 100 persons reach 65 think about while the company was and I finally said: ‘You either ee On 
Further illustrating what I mean by entirely independent—the other 95 are taking time to issue it. The psycho- this or you don’t, and if you wantee 
changing plans entirely at the close— dependent on someone else—it is going Jogical effect of seeing a policy with sign this application here and now,’ " Th 
recently I called on a young man whose to be a pleasing thought to know that “Mary’s name as beneficiary” and a “When have trouble getting th a 
father had passed on, leaving a large you are going to be one of those five policy showing values, etc., is such as annual premium, I take a check ios the soegh 
estate and a growing business. I tried out of 100, isn’t it?” Two cases with to make it an easy matter to place the monthly premium at the time of getting so 
to close him for 2 $10,000 policy, but I premiums of more than $2,000 were re- : Aor pomger of Setting creasin 
: » Dut : ’ extra and get a check for the premium, the application signed, so as to bind th vit 
met with all sorts of obstacles, which cently sold on this close, she declared. she said company. The battle then is th . carey? 
led me soon to realize he was uninsur- Another close frequently used with Another thing, at that particular fourths won, for when issued, com nae ye , 
able. In his conversation, however, he splendid results on employed women: stage: The insured is well pleased with tion has been eliminated, the policy is oo 
had commented on the heavy estate tax “Right now you are working for dol- himself, feeling, as he does, that his in hand and again it is his polic J d longer 
that had to be met on his father’s estate, lars, bit the time will come when you company is pleased with him and his not the company’s.” sll sound 
and the further fact that there was no will want~ those dollars to work for seryices, and has shown it by placing a a osophy 
insurance because his father was unin- you—so let’s take this retirement policy yalye on his life through life insurance ject 
surable when financially able to take so they can work for you when the fxtras are also ordered out when an SERVICING for th 
out a sizable amount of insurance. At time comes, either by choice or other- application is taken on a case coming produc 
that point, I asked if they had any in- wise.” under a pension trust. Few of these oan : fits r 
surance on the mother who owned the _A convincing response, too, has been: have ever been returned as “not taken.” ., Lillian L. Joseph, Home Life, New — | 
business. The answer was, ‘No, I “You know the time will come when Before going into an interview, she York, believes that servicing is the most gebstar 
couldn’t think of asking my mother to you will marry (never let a girl feel said she tries to prepare to meet all Cssential, step in Insurat 
take any insurance.’ ‘But,’ I said, ‘you that there is any doubt of a “prince contingencies, even to showing the pros- SUCCeSS Mm life in- progral 
know when she passes on there is going charming” coming) and there will be a pect how and where he can find the SUrance. Until re- “Exp 
to be another estate tax to pay, and family; then this same retirement policy money to meet the premiums. Every- cent times, life in- opinion 
Uncle Sam is not going to care whether can serve as an educational policy.” thing in many cases has progressed SUrance was known the Lif 
it’s a man or a woman that pays.’ The This closes a case very quickly. beautifully until it is time to have the ‘'° be a man’s com- » ea 
close netted a $50,000 policy on the In one instance, she said she sold a application signed, when the prospect modity, being develop 
mother, and my original intention was retirement policy, saying, “This will not wij] say: “I just don’t see how I can chiefly sold by men informe 
to sell a $10,000 policy to a 24-year- be a princely amount, but it will serve take on this added expense.” to men, However, amy ne 
old son.” as a Starter, and if you do not take any pia ties i 1 today it = Pgs? P gg 
more, you will not starve when yo er Ace apparent that life rust ¢ 
Stress Independence at 65 reach é0 ears of a . with pear this : insurance has Los At 
s : year g Then, she pulls her ace card, saying, d b : ‘ngtot 
She said an effective close for her on small amount. The answer was prompt- “you know you have accumulated divi- PIPVE¢ @ Doon In ming 
short term retirement and endowment ly given: “If my parents had only had gends on your other policies, totalling solving many prob- ee 
policies on prospects middle-aged or that small amount, it would have made pjank dollars, and while accumulated lems confronting - 
more has been: “Mr. Prospect, times ™y lot much easier.” A second retire- gividends are wonderful assets, I believe ba she said. Lillian L. Joseph ai 
are good now, and we can look ahead ment policy has been sold to this career Mary could ,use the face value of this ; i 7 nee er Gaus % mg 
probably to five years of good earning—- woman. policy to better advantage, don’t you jr qooendceme Ga the Dashmeas mcycased N.C 
then, if times are not so good, extended Ordering Extras Is Profitabl think?” Mn Moe tens Id. the — and pro- delphia 
insurance for the face of the policy can 1 ee eee On this close an application for ogee tribt ti i ae me ” a Secttle, 
be. taken, and a lesser amount of cash The ordering of extras has been one $75,000 was recently taken, accumulated Wat — ie . ve ny “0 hess 9 cine M tre 
paid you at the maturity date. In other lucrative way of placing business on the dividends taken down from old policies, lendid = onal sai a wi uve a 
words, you can have a paid up policy books. She said it is an easy way to and these dividends and the dividends “see ’ — i thon tt F hb coe Philoso 
for its ace value in approximately five close with the policy in hand to show, on the new policy will pay the pre- ee Sere S po th 1 by rich until “It is 
years, or just a little more, thus giving though the real selling is just the same miums for many years on the new in- Pay Seeres bows ren iived absent in the r 
the full protection of your policy to as though it were an application to surance. ; 5 ee ee rare) : pi - 
your family, even though you have to take. In cases where key man insurance There are times when the agent must . tli ig Rt phasis. fem wee ® Ps Lets 
take a lesser amount in cash than you has been taken by a company, it is her act “hard as nails.” There are cases be go i i . h ee eee a to 
would if it were carried to maturity. plan to always order out an extra policy where he must be determined and not pak the fact that gta just se, im- entitled 
However, Mr. Prospect, we shall hope as personal insurance. After looking let the prospect procrastinate. This de- PO" @ il nes celae gues “A ie che Soulati 
times continue to be good and that you over the amount of insurance owned, termination must be born of a knowl- a ee oy — deni a. v1 ee 
we live —_— oat to its full maturity she orders the extra in an amount and edge of need of protection for the wife a ol "lo ‘hotles of clean the pro’ 
value, so that it will serve as retirement on a plan that she feels will best suit. and children. She said she had just coupons, or the necessity of making de- for and 
cisions regarding investments. types ‘ 
Methods for Good Service ppaith 
, — - ” - - ” - 7 - _ As to methods leading to good servic- yg 
Wf JY GK J GK GWG CCG ing, she said the first step must be tempts 
SKK GU(YYU UY CKKW proper training, retaining an open mind | ge ay 
It also is necessary to employ human _— 
understanding and courage. “We must sl ae 
AMERICAN UNITED OFFERS THE IDEAL know and understand opr fellow beings | fe, 
and be sufficiently courageous to carry sae 
PERSONAL PRODUCER’S CONTRACT through all our undertakings. We must 4  , . 
have the capacity to analyze situations “But 
and make friends at every available op- given te 
K d the iy : I portunity.” ment s 
ASCA ON pl Clp CO The third point is to be persevering. cause 0 
- mm Piatt son remember that the work hes ue be 
4 (ah are doing is important, not alone for : 
High Pay for a High Grade Job ourselves, but for the client as well. ing of 1 
Solve this problem as you would have ment ca 
* LIBERAL FIRST-YEAR COMMISSIONS him solve your own, were he to have first, a 
* LARGER RENEWALS, VESTED FOR NINE YEARS the benefit of your knowledge.” Rather 
% SERVICE FEE AFTER THE TENTH YEAR : ; oo mn 
* RETIREMENT PAY AFTER AGE 65 Wisconsin Assn. Serves operatio 
‘ é 1 governn 
American United Fieldmen Enjoy... Beer, siged-Chadiier eam oc al 
: : seine See : 
* A complete kit of modern policy forms to meet * An Underwriting Department handling sub- a he pee erg ees and Reetul 
every prospect's vital needs. standard cases up to 500% mortality. aged Wisconsin cheddar cheese which must tr 
* A Home Office that knows the agent’s problems * A placement average of 84% on business issued proved so popular last year at Boston few—an 
and helps him solve them. with extra ratings. bot cg me tal, Nee oe — 
~o[ Address the Agency Department for details }-- — for trustee, are being dispensed writer— 
again at St. Louis, with William Pryor, —traine 
AMERICAN UNITED LIFE INSURANCE COMPANY man of the ansception's ational same (8 etal 
man of the association’s national affairs useful 
committee, again in charge. “Romie owners 
Vetter, Continental Assurance, Madison, generati 
Wisconsin association president, drew products 
i <2 \ - ~~ connoisseur’s ate and ae talent will cre: 
— io Oa : Fy TI , or locating the very best in three-year to empl 
Yr 7 pa Henn ols nln a sae YYNNS old cheddar and Swiss cheeses. Others ieneen 
Wyrv HE SSS eS ee 3 GY \ acting as hosts are F. G, McNamara, “The 
Old Line Life, Waukesha, administra- explorat: 
tive vice-president of the association, that mu: 
Trustee Imig, and Jack Nussbaum, the own 
Massachusetts Mutual, Milwaukee. for its 1 
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Trust Cooperation 
Committee Carries 
On Dual Program 


The committee on relations with trust 

officers, its chairman, Paul H. Conway. 
John Hancock, Syracuse, reported, in- 
creasingly through the years has been 
carrying on a dual program. “Each 
ear we attempt certain definite ma- 
terial accomplishments, but over the 
longer period we strive. to develop 
sound thinking and an acceptable phil- 
osophy as it relates to the whole sub- 
iect of wealth conservation, not only 
for the benefit of its owners, but to 
produce as well, sound economic bene- 
fts for the country generally. In ma- 
terial results we have moved forward 
substantially in widening the Life 
Insurance-Trust Council development 
program. : 

“Experience continues to confirm the 
opinion that sound and stable growth of 
the Life Insurance-Trust Council move- 
ment requires proper timing. Only after 
development of a substantial and fully 
informed interest at local level should 
any new Council be organized.” 

There are now 32 life insurance- 
trust councils throughout the country: 
Los Angeles, Denver, Connecticut, Wil- 
mington, District of Columbia, Atlanta, 
Chicago, Indianapolis, Louisville, New 
Orleans, Portland, Me., Baltimore, Bos- 
ton, Springfield; Mass., Detroit, St. 
Louis, Newark, Buffalo, Eastern New 
York, Rochester, Syracuse, Charlotte, 
N. C., Cincinnati, Cleveland, Phila- 
delphia, Pittsburgh, Dallas, Fort Worth, 
Seattle, Tacoma, Milwaukee and 
Montreal. 


Philosophy on Tax Matters 


“It is the opinion of your committee,” 
the report says, “that the philosophy of 
not attempting to evade, but rather of 
legitimately reducing taxes to that mini- 
mum to which the government justly is 
entitled under existing legislation and 
regulations is the only one which will 
produce an honest approach to all of 
the problems involved in both planning 
for and administration of all of those 
types of assets which comprise the 
‘wealth’ of our citizens specifically, and 
of our country generally. This position 
does not foreclose against earnest at- 
tempts to procure changes in existing 
tax laws, and recommendations for new 
legislation where advisable. We can 
report with conviction, that this phil- 
osophy, emphasized by your committee 
through the years, is receiving ever in- 
creasing acceptance. 

“But constant recognition must be 
given to the fact that as our govern- 
ment’s activities increase in scope, be- 
cause of the demands of its citizens, 
these costs must be met. At least two 
basic changes must occur in the think- 
ing of men before the cost of govern- 
ment can be appreciably lowered. The 
first, a lessened demand by citizens for 
further activity of government in the 
expansion of socialistic experimentation 
and movement further into business 
operations. The second, reduction in 
government costs, cannot occur until 
there arises a basic pattern of mutual 
desire of all nations for stable and 
peaceful world conditions. This desire 
Must transcend the desire of any or a 
few—and their ability to implement that 
desire—for armed peace, which always 
sa prelude to war. The life under- 
writer—and the trust executive as well 
—trained to conserve wealth, and to 
organize plans to pass it on intact in 
useful form to succeeding individual 
Owners primarily, but to an oncoming 
Seneration as well, which will need the 
Products and services that this wealth 
will create, recognizes his responsibility 
to emphasize the virtues of a sound 
economy in a peaceful world. 

“The extent of our programs of joint 
exploration of the moral responsibility 
that must be recognized as attaching to 
the ownership of wealth and to plans 
for its useful employment is not very 





well known, nor very widely recog- 
nized. We _ recommend _ continuing 
study and mutual education along these 
lines as a primary objective of this 
committee. An ever increasing number 
of estate plans are meeting the several 
tests of being in the public interest pro- 
viding means for paying minimum taxes 
to be anticipated under law, and no 
legitimate taxes to be evaded by so- 
called shrewd and clever methods; 
rather than sound concepts of just 
obligations. The work of this com- 
mittee ever the years has contributed 
in an important manner to these con- 
cepts.” 


New Legislation on 
Application of 
NSLI Expected 


The committee on veterans’ affairs, 
John D. Marsh, Lincoln National, 
Washington, D. C., chairman, reported 
a good prospect for legislation carrying 
out program approved by N.A.L.U. 
which would: 

1. Fix a terminal date for National 
Service Life Insurance and provide that, 


on and after such terminal date, it shall 
be available only to those members of 
the armed forces who are eligible for 
it through service prior to such terminal 
date; and 

2. Substitute a program of gratuitous 
insurance under which a citizen joini 
or inducted into the armed forces will 
be covered, while in service, to the 
extent of $10,000 of insurance without 
payment of premium and without privi- 
lege of conversion upon termination of 
service, unless service-connected dis- 
abilities prevent his getting standard 
insurance from a life insurance company. 

(CONTINUED ON PAGE 82) 

















Here’s the man in whom 
CONTINENTAL AMERICAN 
has specialized since 1922... 
with its Preferred Class Plans 


These are the impressive results: — 


Thousands of policyholders have secured protection at lower 


rates—to which they were justly entitled. 
Continental American has established an exceptional record in 


Preferred Class Policies. 


For example, in 1947: 


87% of new business was in amounts of $5,000 or 


more 


$12,981 was the average Preferred Class Sale ~+ 
$9,384 was the average Preferred Class Policy in 


force 


This company offers its Preferred Class Policies in 10 Plans, 
including Life, Endowment and Term 
All of which adds up to the distinguished position of Continental 


American today. 


WILMINGTON 


A. A. RYDGREN, President 





CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


DELAWARE 


M. S. BELL, Vice-President , 
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Agencies Located In 


Street Building 


CENTER OF CHICAGO 


ONE LA SALLE STREET BUILDING 
is the one established Life Insurance Center of 
Chicago. Thirty of the foremost life insurance 
firms and agencies maintain offices in this archi- 
located 


tecturally impressive and centrally 


building at La Salle and Madison Streets. 


The General Agents and Managers with offices 


at One La Salle Street whose names appear here 


have unequalled facilities for handling all life 
insurance business. Brokers will find prompt 
and unusual service on brokerage business at 
these offices. Men who desire to become Life 
Underwriters and connect with well established 
organizations that will give helpful aid will find 
exceptional opportunities available to them in 
the life insurance organization located in the 


One La Salle Building. 


The most progressive and modern producing 
organizations, offering the finest service on life 
insurance to be found anywhere in the country, 
maintain offices in the One La Salle Building, 


the life insurance center of Chicago. 











THERE’S A REASON ... 


why more and more brokers and surplus writers are giving busi- 
ness to the Hughes Agency. They say that they find here — | 


prompt service — sound advice — business-getting ideas — and 


courtesy always — to both the agent and his client. 


E. W. HUGHES 


General Agent 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE CO. 


One North La Salle St. © Chicago © RAndolph 6-0060 








THE HUNKEN AGENCY | 
HENRY C. HUNKEN | 


GENERAL AGENT 


GEORGE HUTH 


ASSOCIATE GENERAL AGENT 


‘The CONNECTICUT MUTUAL LIF E 
INSURANCE COMPANY | 


Telephone: CENtral 5700 1 


One North La Salle Street Chicago 


| 
| 











FREEMAN J. WOOD 


GENERAL AGENT 
LINCOLN NATIONAL LIFE INSURANCE CO. 


| 


| 
| 
| 18th FLOOR Telephone: Central 1393 





AN AGENCY WELL EQUIPPED TO 
HANDLE BROKERAGE BUSINESS 


| 
ONE NORTH | 
LA SALLE ST. | 





STUMES & LOEB 


GENERAL AGENTS 





The Penn Mutual Life Insurance Co. 
Suite 1525 
ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 


Telephone: Randolph 0560 


An Agency Especially Equipped to Educate 
and Develop Steady Producers 
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FINANCIALLY? 


TIME” 


ARE YOU "ON 


In living as in travelling, reaching a given 
point at a specified time is the direct result 
of careful planning. Those without a plan 
seldom make the train . . . others travel 
miles without destination. The trip is most 
rewarding to the traveller who knows his 
ultimate objective . . . who plans carefully 
and reaches each way-station on schedule. 


The underwriter who plans lifetime goals 
for his clients, sets a path of achievement 
for himself. Today, 81% of Fidelity’s 
foremost underwriters use Fidelity Per- 
sonal Estate Plans to keep their clients 
and themselves “on time” financially. 
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The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 


ER 








ST. LOUIS, A CITY OF BEAUTIFUL GARDENS 
AND 
A MOST FASCINATINGLY INTERESTING ZOO 


We congratulate the N. A. L. U. Commit- 
tee on selecting St. Louis as a place for its 
annual meeting. 

Inspirational meetings, interspersed with 
pleasant, instructive recreation that St. 
Louis can supply, will make attendance at 
the meetings doubly enjoyable. 


THE SECURITY MUTUAL LIFE INSURANCE 
COMPANY 


of 
Lincoln, Nebraska 











New Legislation on NSLI Is Expected 


(CONTINUED FROM PAGE 29) 





The armed services personnel board 
has been studying this subject for nearly 
three years and the committee has 
worked very closely with that board’s 
sub-committee on N.S.L.I. That sub- 
committee’s report which embraces such 
a plan is outlined above, has been ap- 
proved by the parent board and, it is 
understood, has been approved by the 
Secretaries of the Army and the Navy, 
and is now being considered by the 
branches of the services. It seems 
probable that legislation embodying the 
recommendations in this report will be 
presented to Congress next year. 


One Danger In Plan 


“The one danger in the gratituous in- 
surance plan is the possibility that po- 
litical pressure may be brought to bear 
at some future date to continue such 
insurance to the veteran and to grant 
the servicemen the privilege of own- 
ing an additional $10,000 of government 
insurance by paying premiums. This 
is a real danger. 

“It is felt that this dangerous possi- 
bility should be considered and studied, 
not only by the N.A.L.U. but also by 
the life insurance companies themselves. 
It is recommended therefore that ap- 
propriate steps be takn to meet with 
those organizations responsible for 
studying projects relating to the wel- 
fare of the institution of life insurance, 
to determine a method of anticipating 
the defects referred to above. 

“We should keep in mind our ulti- 
mate objective of getting the govern- 
ment out of private business and of 
keeping it out. Many national organiza- 
tions outside the insurance business, in- 
cluding the United States Chamber of 
Commerce, have been outspoken on 
this particular point. With respect to 
N.S.L.I., many people in and out of 
our business believe that a terminal date 
for its issuance should be fixed and 
that nothing by way of a substitute 
should be offered. They maintain that 
private insurance companies are 
equipped and willing to cover risks in 
peace-time and that in event of war, 
government activity should be confined 
to an adequate war indemnity program. 
Certainly it can be said that it is not 
the obligation of government to provide 
any citizen with a life-time savings plan 
in the form of an insurance policy. 

“The question of government compen- 
sation and pensions for which the de- 
pendents of servicemen and _ veterans 
may be eligible looms large to life 





underwriters today. Pension facts must 
be considered in analyzing the estate 
and programming the insurance of 
every veteran or serviceman. Com. 
plete facts have been difficult to de. 
velop, since the pension system is a com. 
plex structure of laws and amendments 
passed by Congress and interpreted jn 
regulations, decisions and __ solicitor’s 
opinions published by veterans’ admin. 
istration.” 

The committee was instrumental jp 
securing a clarification and liberaliza. 
tion of VA regulations on veterans’ 
non-service connected death pensions 
with respect to “outside income” from 
commercial life insurance. As a result, 
it is no longer necessary to make com. 
mercial life insurance payable in a 
lump sum, with its obvious disad- 
vantages, in order to avoid denial of 
pension rights to an eligible veteran’s 
widow. 


Urges Retention, Reinstatement 


The committee has continued to urge 
reinstatement, retention and conversion 
of government insurance on the part of 
war veterans, and has issued bulletins 
periodically to all local and state as- 
sociations informing them of current 
developments in government insurance, 
It has kept members posted on such 
questions as: reinstatement of N.S.LJ, 
term insurance; taxation of government 
insurance proceeds; methods of obtain- 
ing information from VA medical files; 
systems of payment of N.S.L.I. pre- 
miums by salary deductions, and all ac- 
tions of Congress concerning N.S.LI. 





By the casualness of his dress, one 
was able to gather that Robert DePau 
had takened to his recently acquired 
job as Prudential manager in Miami 
like an alligator takes to the Ever- 
glades. Still one could detect a certain 
allegiance to Chicago where he was 
formerly a Prudential manager. He was 
to be found a good part of the time 
in the Chicago headquarters. 





Among the ladies present were Joy 
Luidens, executive secretary of the 
the Chicago Association of Life Un- 
derwriters and her like number with 
the Illinois and Peoria associations, 
Margaret Becker. Miss Luidens had her 
Holland Dutch heart warmed by an 
Edam cheese furnished the Chicago 
contingent by Mrs. John Moynahan, 
wife of Metropolitan’s Berwyn, IIl, 
manager. 








Nominating Committee in Labor 





Nominating committee of the National association on the job Sunday afternoon: 
Seated, Helen Rockwell, National Life of Vermont, Cleveland; Margaret Connor, se 
retary to the chairman; Charles Monarch, Commonwealth Life, Louisville; Robert R. 
Reno, Equitable Society, Chicago, chairman; standing, George Maltby, Equitable of 
Iowa, Kansas City, Kan.; and Fred White, Connecticut Mutual, Buffalo. 
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ai. s raised their standard to at least the train and equip him to do it and work manager and his assistants to select, 
nk Loan-Poli moderate level embodied in these Guid- with him to see that it is done. (The train and supervise such new agents 
ing Principles. Your committee on term “manager” as used herein, refers and the time they have available for 
field practices urges that such companies to an agency head whether known as_ such work. : 
—— (1) eliminate the objectionable practices manager, general agent, superintendent | The home office should recognize the 
facts must Purc ase ans or cited in Guiding Principles, and (2) initi- or by some other name.) importance of “training the trainer” and 
the estate a bea. affirmative program there out- geection of New Agents _ - Retype ath pox Fe — = 
iranc ined. f ed, 
n, re ag . “Only in this manner can a company _ The new agent should possess satis- find him, what to say to him, how and 
It to de- ax aving app reconcile its professions and its per- factory educational qualifications, should with what to test his aptitude for suc- 
is a com. formance. Such a program is in the have been reasonably successful in study cess, but, if he is accepted, what to 
1endments interest of the American people and the or Pasay oreviogny age nog and — him, oe to — and train, = 
rpreted j; 1 i mmi institution of life insurance.” modern testing devices shou e used how to stimulate him to use teste 
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s’ admin. Also Stresses Adherence ae ae ness. No person in position to unduly The home office should assume full re- , 
The committee also takes up in more influence the placing of business should sponsibility, mac? only for socing that 
mental ; iding Princi detail some of the points covered in the be appointed as an agent. Home offices training materials are placed in the 
liberaliza. to Gui g ciples Guiding Principles. Under responsibility and managers should adopt, as a long hands of its managers, but that such 
veterans’ ; of management, it says the insuring range objective, the policy of dis- managers are shown how to use the ma- 
Pensions Strong condemnation of the use of public has the right to look te the home tributing and servicing life insurance terial to the best advantage of the 
me” from bank loan-policy purchase plans intended office for the establishment and main- only through those who devote full time agent. res ~ 
| a result, as tax saving schemes was voiced by the tenance of high standards of selection, to life insurance. ; : _ Adequate and continuing supervision ) 
ake com- committee on field practices, of which induction, training, supervision and _ To the end that at all times the insur- is necessary to the success of most 
ale in a Simon D. Weissman, Equitable Society, service. In the discharge of its re- ing public may be served by fully in- agents, especially the new man. While 
1s disad- Boston, is chairman. sponsibility to the insuring public and formed, well trained and properly super- this is the job of the manager, it is still 
denial of “It has come to the attention of this to its managers and agents who serve vised agents, a home office should base the responsibility’ of the home office to | 
veteran’s committee,” the report says, “that some that public, the home office should the rate of induction of new agents by see that it is given. The final responsi- 
life underwriters in various parts of definitize the job of the agency head, each agency upon the ability of the bility for adequate supervision rests with — 
t the country are inducing prospects to 
purchase 10 — seeeet ee a 
d to urge pay an initial premium and borrow from 
Dave A op tank the remainder needed to com- GREETINGS TO THE ST. LOUIS CONVENTION 
e part of | plete premium payments. The proposal National Association of Life Underwriters 
bulletins is offered on the theory that the in- 
State as- come taxes ee nn one from 
' current the interest on the loan and the amount a 
nsurance, gained through guaranteed increase of Newark Outstanding General Agents and Managers 
on such cash value make the insurance cost 
N.S.LI1. very little. In short, it is a tax saving 
vernment scheme. 
f obtain. | May Bring Restrictive Legislation WILLIAM R. BEARDSLEE 
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res tion of government Sutheritics some AGENCY THE MUTUAL BENEFIT LIFE 
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N.S.LI. if life underwriters persist in sales of INSURANCE COMPANY 
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ress, one harmful to millions of owners of life in- 
t DePau surance may result. Although in most The Lincoln Nati Life Ins. C B. C. THURMAN, General Agent 
acquired presentations it is made clear that lower e Lincoln National Life Ins. Co. 
n Miami personal income, lower tax rates and 
ie Ever- higher interest rates would alter the re- 31st Floor Raymond Commerce Bldg. 744 Broad Street 
—— sults, we fear that the final results may : 
was be such as to create in the minds of 
_ He was many people animosity toward agents Newark 2, N. J. Newark 2, N. J. 
the time and life insurance which would indeed 
be unfortunate. 
vere Jo Forget Qualifying Statements 
y : : 
of the “We are forced to this conclusion 
Life Un- because of the fact that people tend 
pet_with | toremember those things that they want C. VERNON BOWES THE NEWARK AGENCY 
Ociations, to remember—the favorable things—and 
; had her to forget the qualifying statements. , : 
1 by an Sound life underwriting service can- General Agent Serving Northern New Jersey 
Chicago not be predicated initially on hypothe- ; R 
oynahan, cated life insurance. No agent can N Eneland M ‘ The Prudential Ins. Co. of America 
ryn, Iil,, safely promise something for nothing ivew Engian utual Life Insurance Co. 
and, in the opinion of this committee, Home Office—Newark, N. J. 
this particular scheme comes close to 1180 Raymond Boulevard 
et A number of mon comnsnnase have Chas. W. Campbell, C.L.U., Manager 
eclined to sell on this basis. e urge ° 
that both companies and field men con- Newark 2, N. J. Suite 1115, 744 Broad St. 
demn this practice and that any of our 
members who are engaged in it abandon MArket 2-0360 Phone MA 3-2990 Newark, N. J. 
the device in the interest of the long 
range good of agents and companies.” 
Development of Guiding Principles 
he greater — “ i report - £ 
evoted to the further development an 
application of Guiding Principles in J BRUCE M WHINNEY NEW JERSEY LIFE ASSOCIATES, 
Agency Management. It urges that a * ac INC. 
continuous program of education in con- 
nection with these principles be carried 
on and that an entire program, or at General Agent for New Jersey Representing 
least a portion of a program, of every 
association each year should be coxctes air Crown Life Insurance Company 
to acquainting its members with them. 
opted life underwriter again — en oomc for State of New Jersey 
read the entire statement and make him- er somvem suansevenene 
= a committee of one to promote ad- : 746-747 Raymond-Commerce Bldg. 
erence to its principles,” the report : 
says. 9 Clinton St. Newark MaArket 3-2610 Newark 2, N. J. Mitchell 2-2083 
“It is now 18 months since the official 
adoption of these principles by N. A. L. 
3 It is almost 12 months we ar 
endorsement by the directors of L. I. A. 
M. The life underwriters of the JOHN W. WOOD, C.L.U. 
= are eninge g in expecting po General Agent 
the management of every company wi 
fernoon: acknowledge that these principles rep- STATE MUTUAL ‘LIFE ASSURANCE 
nor, see resent minimal standards of field prac- _ COMPANY 
obert R. tices. 917 National Newark Bldg. Market 3-2717 
table of While must progress has been made, Newark 2, New Jersey 
a number of companies have not yet 
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the home office, 
managerial plan. 
Proper standards 
should be set: up by 
and the manager and rigidly adhered 
to by both. Quality of service to the 
insuring public almost must be the first 
and most important test of performance. 
An agent’s earnings coustitute another 
important test. Most home offices and 
managers already have adopted and are 
iadhering to minimum requirements of 
performance by agents compensated. by 
salary or salary and commissions. 
‘Proper standards of performance should 
‘also ‘be established for the agent who 
is compensated solely by commissions. 
Because standards of living vary ac- 
cording to the section of the nation, 
the size and type of the community and 
‘the individual agent, it is not feasible 
to’ adopt a fixed amount of earnings as 
the: minimum performance. However, 
production by'a full time’ commissioned 
agent of less than $50,000 of paid for 
business a@ year on a minimum of five 
lives shouldbe’ regarded as prima facie 
evidence that he is not earning a living. 
> “We believe that it is in the public in- 
terest to distribute life insurance throug! 1 
full time agents, even in rural territory, 
and we believe that home offices. and 
managers henceforth should decine to 


performance 
home office 


oi 
the 


regardless of whether 
it operates .on the general agency or the 
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RR new part time agents in towns 
and cities: of 10,000 population and over 
cr within ten miles thereof. Home of- 
eniployes and agency ard branch 
saiaried clerical employes should 
part time 
or indi- 
insurance 


i.ce 

oftice 
not be permitted to act as 

agents or to receive, directly 
rectly, commissions for life 

to others.” 


Universal Service Forms 


Another matter taken up is that 4 
universal service forms. It is stated th 
many of the committee members feel 
that it would be desirable estabish, 
to the extent possible, uniformity in con- 
nection with many of. the great number 
of.forins now used by field men in serv- 
ing their policyholders. “How far we 
should go in advocating uniformity is 
an ‘interesting question. Whether we 
should limit it to some of the simplest 
and most common forms, such as change 
cf beneficiary, change of name and 
letters authorization to secure in- 
ormation, expand it in some 
of. the, other forms is a matter for 
ous thought any recommendation 
is made.” 


+ 
tO 


ot 
or to take 
seri- 
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werore 


the desirabil- 


‘he committee suggests 
ity of discussing the matter with the 
appropriate committee of Life Insurance 


Agengy Management Assn 
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The 


CONGRATULATIONS 


TO 


INDIANAPOLIS — LIFE 
COMPANY congratulates the National As- 
sociation of Life Underwriters on its good 
work. The constant emphasis on quality men, 
quality business, the finest in service for pol- 
icyholdérs, and other phases of its work, 
merit high commendation. 


L. U. 


INSURANCE 





future. 


A. H. Kahler, Vice-President and 
Supt. of Agencies 





With over $205,000,000 of insurance in force; with 
over $54,000,000 of high quality assets; with new 
business setting new records; with an exceedingly 
well-trained and well-equipped field force, who are 
career underwriters, earning substantial incomes; 
with its emphasis through 43 years on Quality, 
Safety, and Service, the Indianapolis Life Insurance 
Company points with modest pride to its past 
accomplishment and looks forward to a great 


Indianapolis Life Insurance Company 


An Old Line, Legal Reserve, Mutual Company 
Indianapolis 7, Indiana 


Operating in Indiana, Texas, Minnesota, Ohio, Illinois, Michigan and Iowa. 


Edward B. Raub, 
President 














Early Committee Choice Speeds Work 


Ist i 





with the 
Chairman 
prove the 


Three years of experience 
committee on committees, 
Cusorad H. Orr reported, 
wisdom of creating such a committee 
to elicit 1rom the neld names of mem- 
bers whose experience in local and state 
association work has fitted them for 
service cn a national scale. 

Last year’s committee conceived the 
idea of requesting the state and local 
national committeemen, as the liaison 
officers between their associations and 
N.A.L.U. to assume responsibility for 
surveying and reporting the names of 
members of their respective associations 


who, in their judgment, should be con- 
sidered for appointment ‘to national 
committees. This year, local presidents 
were asked to consult with their na- 
tional committeemen and to submit 
their nominations jointly. They were 
further requested to send copies of 
their recommendations to their state 
presidents .so that the state president 
might add to the local officers’ nomina- 
tions the names of any others whose 
work had come to his attention at the 
state level. 

The response, while by no means 
unanimous, has been gratifying. Of- 
ficers of 106 local associations, 14 state 


——. 
requested, for service on specific com- 
miutees. However, 157 names were 
submitted with the information that 


tiiey could weil be chosen for work oy 


any committee. While recommenda- 
tions were rather evenly distributed 
among most ot the 22 committees for 
Which names were solicited, it is per- 
haps indicative v4 the trend in interest 
in the field that by far the largest 
number of déades were suggested for 
service on the committees on under- 
writer education and training, federal 


law and legislation and field practices, 

It is apparent trom the response that 
local and state leaders took most seri- 
ously the request to aid the committee 
on committees in choosing national 
leadership. The fact that 21 of the 
local. associations’ officers returned the 
forms without submitting names but 
with explanatory notation that they 
felt they had no members at this par- 


ticular time who could properly serye, 
is added evidence of the degree of 
responsibility with which the task of 


recommending personnel was assumed. 

Under this system, the new president 
will be in position to announce his com- 
mittee selections very shortly after the 
close of the St. Louis convention. This 





C. Vivian Ander- 
son, Provident Mu- 
tual, Cincinnati, and 


his room-mate, Judd 
C. Benson, Union 
Central, Cincinnati, 
see that Mrs. Emma 
McConnell. Volun- 


teer State Life, 
Chattanooga, is sup- 
plied with nourish- 
ment. 








presidents, 11 members of the board of 


trustees, six committee chairmen who 
are not members of the board and four 
past national presidents returned the 
forms supplied by the committee. Ap- 
proximately 1,000 names were = sub- 
mitted, many of them duplicates, of 
which 779 were new; 166 members of 


1947—48 committees were recommended 
for reappointment, 118 were rec- 
ommended for posts other than those 
they now hold, and 77 were rec- 
ommended for more than one commit- 
tee. These names, together with others 
at present serving on committees, give 
a panel of 1,213 names from all the 
states, the District of Columbia, Ha- 
waii, Guatemala, Alaska and South 
Africa from which 1948—49 committee 
members may be selected. They repre- 
sent 141 different companies. 

In the overwhelming majority 
cases, names were recommended, 


of 
as 
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UNUSUAL OPPORTUNITY 
FOR 
AGENCY DIRECTOR 


50 Million Dollar Pennsylvania Company, with 
agency conscious Home Office Personnel, is about to 
embark on moderate Field expansion program. We 
would like to contact Field Man preferably between 
ages 30 to 40, with experience in supervision. 
must have the ability to occasionally demonstrate his 
sales ideas by successful personal assistance to field 
men. For the man who meets these requirements it’s 
the opportunity of a lifetime. 


Box No. R-46, National Underwriter, Chicago, Illinois 
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will aid 
of the 


materially in getting the work 
National association under way 
at the earliest possible’ date in the fall. 
The state conference programs will 
benefit by this early selection, inasmuch 
committee members will be en- 
couraged to attend their state confer- 
ences and take part in the discussion of 
the work with which their respective 
committees concern themselves, while 
the National association — will benefit 
from the experience gained in_ this 
fashion by its committee members. 


as 


Early arrivals at the Jefferson hotel 
who wandered into the ballroom felt 
right at home, for the speaker was ex- 
horting the audience to go out and make 
sales and win a trip to Florida, 


more 
also numerous lesser prizes. Turned 
out to be a_ regional meeting of the 


Kroger grocery stores chain, however. 
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Palm Beach County and Tenn. Get Awards 


(CONTINUED FROM PAGE 8) 





have shown remarkable increases, and 
yet we find that two states have in- 
creased their membership during the 
last year as much as 21%, 13 associa- 
tions have increased their membership 
over that of Dec. 31, 1947, and five stand 
at 100% of that figure. The next six 
months will show even more increase. 
This to us is evidence that there can 
still be a great deal of work done on 
membership throughout the country. 


More State Activity Urged 


“It is the feeling of this committee 
that each of the state associations 
should take a far more active part in 
the membership of the locals. Each 
state association should have a mem- 
bership committee made up of outstand- 
ing men in the state who have evidenced 
interest in membership over a long pe- 
riod of time. One of the most impor- 
tant things such a committee can do is 
to obtain from the insurance commis- 
sioner’s office in the state the record of 
newly licensed agents and forward these 
names and addresses to the local asso- 
ciation in the territory where the man 
lives. These lists can usually be ob- 
tained monthly from the commissioner 
of insurance. If a newcomer to our 
business is personally called on early in 
his career by an active and well in- 
formed member of the membership 
committee, it is our feeling that he can 
be brought in as a member. Active 
participation in association affairs from 
the inception of his license should’ give 
him a better chance to succeed in 
the life insurance business.” 


Conservation Needs Attention 


It is urged that conservation of mem- 
bership should have the special atten- 
tion of both state and local associations. 
“On June 30 of this year more than 25% 
of our membership of last year had not 
renewed—13,520 of our 1947 members 
were no longer members of our associa- 
tion. Some of these persons, of course, 
are deceased and some have left the 
business, but the lapse ratio is far too 
high. A good conservation committee, 
we feel, therefore, is just as important 
as a good membership committee. 

“The pay-dues-in-December campaign 
has greatly reduced our lapse ratio. Too 
often, however, the pay-dues-in-Decem- 
ber campaign is unplanned and is, there- 
for, ineffective. The conservation com- 
mittee of each local association should 
carefully plan the December campaign 
starting not later than Nov. 1. 


Procedure Is Outlined 


“The conservation committee should 
be large enough so that two members of 
the committee can be assigned to each 
agency. The secretary of the associa- 
tion should prepare the bills early in 
November for each member of the asso- 
ciation and these should be segregated 
by agencies. When so segregated, they 
should be given to the two men as- 
signed to that particular agency who 
should call on the general agent or 
manager personally with these bills for 
his members and ask his cooperation in 
getting them paid as early as possible. 
Many general agents and managers will 
give their check covering the dues for 
the members of their agency and then 
collect from their men if necessary. 
Others, if called on early in November, 
will collect on a weekly basis for 10 or 
12 weeks and be in a position to remit 
tor all of their men the latter part of De- 
cember or the first part of January. 
Whichever way is agreed upon, the job 
can be better done with the cooperation 
of the general agent or manager than by 
simply sending the bills through the 
mail to each of the individual members 
of the association. 

“On this call at the agency office, the 
conservation committee should also ob- 
tain from the general agent or manager 
the names of any of his agents who are 
not now members and these in turn 
should be turned over to the mémber- 
ship committee as prospective members. 


“The membership committee should 
be comprised of men who are well in- 
formed on association affairs at local, 
state, and national levels. Among this 
group should be certain men who are 
well qualified to tell this story of asso- 
ciation activity in a convincing manner 
before agency groups at meetings espe- 
cially arranged for this purpose in agen- 
cies that have a large number of pros- 
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$12,500 CASH 


Attractive Conversion Privileges 
Also written on 10-year plan 


pective members. Especially effective 
work has been done along this line in 
weekly premium offices. In many cases 
it was the first time the men of these 
offices had been asked to become mem- 
bers and also the first time they had 
heard the story of association activity. 

“The men in the weekly premium part 
of our business comprise a very large 
segment of our business and yet there 
are many of them who have never 
joined the association because, first, they 
have never been invited; second, they 
have never been told exactly what the 
association is; third, meetings have not 


included discussions pertinent to their 
particular part of the business; fcurth, 
meetings have been held at times when 
they could not attend; and last, but not 
least, they have not been given proper 
credit for the outstanding work that 
they have done in the weekly premium 
field. The sooner local associations 
realize the importance of the work of 
the weekly premium man and the im- 
portance of having him a member of the 
association, the sooner their membership 
will stand at a reasonable percentage 
of the insurance men of their commu- 
nity.” 


po im 


To Give High Coverage At Low Cost + To Protect Families While Children Grow Up 


$5,000 EXTRA PROTECTION © vear ram 


GUARANTEES (If death occurs within 20 years from date of issue) 


$13,174 STEP-DOWN-SAFELY PAYMENTS DURING 7 YEARS As Follows: 


$1,174 Cash and... 
$ 200 Monthly for first year 


AAA HA AM 


180 Monthly for second year ° 
160 Monthly for third year 

140 Monthly for fourth year 

120 Monthly for fifth year 

100 Monthly for sixth year 

100 Monthly for seventh year 


(If preferred, will pay equal monthly income, amount, 
of which will determine number of months payable.) 


OR 









GUARANTEES (If death occurs after 20 years from date of issue) 


$5,000 CASH (Payable as income, if preferred) 
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E INSURANCE COMPANY © Springfield, Mass. 
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Wilfrid E. Jones, N.A.L.U. director of pub- 
lications, and Richard E. Imig, New York 
Life, Sheboygan, Wis., N.A.L.U. trustee. 


Office Union Certified 


National labor relations board has 
certified Office Employes International 
Union, Local 27, AFL, as representa- 
tive of American National office em- 
ployes. The union received 305 votes, 
with 244 against it. 





H. Kennedy Nickell, Connecticut 
General, Chicago, member of the N.A. 
L.U. compensation committee, spent 
part of the time in St. Louis working 
on a pension case which he has in- 
stalled in that area. 
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On Its Accomplishments of the Past Year 


‘This Company again points with pride to the record of its 
Agents who have contributed so much to its success. 


Now operating in 15 States, we look forward with confi- 
dence to continued growth because we are an Agency- 
Minded Company with modern Agency Contracts and be- 
cause of our Underwriting KNOW-HOW. 
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PHILADELPHIA 


WILLIAM ELLIOTT 
President 


~ PHILADELPHIA LIFE INSURANCE 
COMPANY 


Established 1906 


PENNA. 


BERTRAM S. BALCH 
Superintendent of Agencies 
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WELCOME TO ST. LOUIS 


N.A.L.U. 


ST. LOUIS IS THE HOME OF 7 LEGAL RESERVE LIFE IN- 
SURANCE COMPANIES. WE HOPE YOUR CONVENTION 
WILL BE SUCCESSFUL AND YOUR STAY PLEASANT. 
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J. S. GOULD, President 


THE RELIABLE LIFE 


“Its Name Is Its Motto” 
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Ask Broad Program of 
Management Training 


A comprehensive program of manage- 
ment training was voted upon favorably 
Tuesday at the 
meeting of the 
general agents and 
managers commit- 
tee of which Bert 
A. Hedges, Busi- 
ness Men’s Assur- 
ance, Wichita, is 
chairman. With 
only slight modifi- 
cations it adopted 
the recommenda- 
tions of the com- 
mittee on research 
projects, consist- 
ing of Charles W. 
Campbell, Pruden- 
tial, Newark; and Osborne Bethea, 
Penn Mutual, New York City, repre- 
senting the managers committee, and 
J. Harry Wood, executive vice-president 
of Paul Revere Life and chairman of 
the L.I.A.M.A. field personnel commit- 
tee. 

The report states that L.I.A.M.A. 
and some companies are doing an out- 
standing job in management training, 
but that it is believed that the subject 
has not been fully explored and is so 
important that home office agency off- 
cials and the N.A.L.U. managers com- 
mittee should join forces in making an 
exhaustive study of the subject. 


Wants Advisory Group 


The committee recommends establish- 
ment of an advisory committee on 
agency management training, to be 
made up of from three to six home of- 
fice agency officials selected by L.I.A.- 
M.A. as its representatives, and equal 
number representing the N.A.L.U. man- 
agers committee and one representative 
of American College. It would be the 
committee’s responsibility to consider 
the entire problem of agency manage- 
ment training, spend the required time 
in the immediate future in developing 
a long-range training program and take 
such other steps as may be necessary 
to implement such a program. 

“The study should determine the 
needs for extension of management 
training, the type of training to be given 
and the desirable number of training 
schools,” the report states. “It should 
include a review of current material 
and training plans. It should be the 
responsibility of this committee to coor- 
dinate all agency management training 





Bert A. Hedges 
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activities.” 

The report suggests that a study be 
made of expansion of L.I.A.M. schoo} 
management Clinics to be conducted by 
local associations, the agency manage- 
ment course offered by American Coj- 
lege, and management courses in ¢ol. 
leges. 

As to expanding the L.LAM.A, 
schools the report says that “because 
of the splendid record they have made 
in agency management training, it jg 
believed that consideration should be 
given first to these schools,” 


Want More L.I.A.M.A. Schools 


It recommends increasing the number 
of L.I.A.M.A. schools held each year 
since enrollment is filled many months 
in advance; consideration of possible 
change in the type of schools, with pos- 
sibly having some agency heads as fa- 
culty members; having separate schools 
according to students’ degree of ex. 
perience; schools to be held in key cities 
using one L.I.A.M.A. staff member as- 
sisted by agency heads for certain sub- 
jects; establishment of one-week re- 
fresher schools for those having com- 
pleted the basic L.I.A.M.A. course. 

As to management clinics by local 
management associations, the subcom- 
mittee states that local talent would be 
utilized as much as possible, though 
other agency heads could be called on. 

Discussing the American College 
management course, the report points 
out that it has not been stressed and not 
many have taken it, while the study 
material has not been revised in many 
years and should be reexamined and new 
material and study texts provided. 

As for management courses in college, 
the subcommittee feels that these would 
not only be valuable as instruction but 
that through this source special research 
work might be performed and new ideas 
on training developed. 

The subcommittee recommended that 

the work of the advisory committee be 
established on a permanent basis, and 
that enough members be reappointed 
each year to insure continuity of opera- 
tion. Expenses of the project would be 
defrayed by contributions of the gen- 
eral agents and managers. 
_ The report discusses research projects 
in cooperation with L.I.A.M.A., such as 
developing aptitude and evaluation tests, 
national surveys and analyses of methods 
used in successful agencies. It rec- 
commends continuing the highly suc- 
cessful area management conferences 
and in connection with them proposes 
the appointment of a national program 
committee and making arrangements for 
recording, collecting and distributing the 
information given in area conferences. 


Other Suggestions 


The report suggests that home office 
agency heads be asked for suggestions 
as to how the managers committee can 
best help improve field management. 
The subcommittee also recommends 
that an effort be made to bring about a 
more direct and closer relationship with 
L.I.A.M.A. and that the general agents’ 
committee offer its services to L.LA- 
M.A. to assist in its research projects, 
to aid in various aptitudes and evalua- 
tion tests and to make its facilities 
available. Also that arrangements be 
made with L.I.A.M.A. for the general 
agents committee of N.A.L.U. to re- 
ceive copies of such studies, surveys and 
reports as may be furnished to its mem- 
ber companies other than those of @ 
confidential nature. That representa- 
tives of L.I.A.M.A. be invited to attend 
area managment conferences and other 
meetings held under auspices of or by 
the general agents committee. 

That it be suggested to L.I.A.M.A. 
that it invite the general agents commit- 
tee or certain of its members to its an- 
nual meeting. 
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Group and Pension Plans 
Show Steady Increase 


Of the 126 companies whose answers 
to the compensation questionnaire of 
N.A.L.U. have been 
partly summarized, 
only 39 did not 
provide sort _of 
group or pension 
plan for their 
agents. There has 
been a strong trend 
on the part of 
companies to pro- 
vide pension plans 
for agents in the 
past two years. 
Gordon D. McKin- 
ney, new N.A.L.U 
actuary, was able 
to provide the com- — é rare 
mittee on compensation with these indi- 
cations and a number of specific facts 
at its meeting in St. Louis. Thus the 
investment which the committee has 
been urging for years has begun to pay 
off, as the new actuary begins sorting 
out the eagerly awaited answers to this 
questionnaire, which was sent out to 
350 major companies in 1947. More than 
200 have responded to date. 





G. D. McKinney 


Many Factors to Consider 


Mr. McKinney was careful to point 
out that the answers to titles 4 and 5 
of the questionnaire have been only 
partly summarized. He commented that 
the compensation plan of a particular 
company must in fairness be considered 
as a whole, and even then the story will 
not always be told. He said that a com- 
pensation plan depends not only on the 
rate of commission, but on the number 
of renewals and service fees paid and 
vested, persistency and club benefits 
provided, the pension plan and group 
benefits available, the company training 
program, the field service provided, 
prospecting assistance rendered, the 
competitive quality of the rates and the 
good name of the company. He indi- 
cated that all these items must be ap- 
praised as a whole and that this inves- 
tigation was merely to detect the 
trends. 

Some 69% of the companies provide 
some, or all pension and group benefits. 
This percentage, based on the amount 
of business in force, is 96.5%. 

Pension plans for agents are provided 
by 53.2% of the companies by number 
and 92.2% by amount of business in 
force. Group life insurance is provided 
by 46.8% by number and 87.8% by in 
force. Group hospital and surgical bene- 
fits are offered by 34.1% by number and 
85.5% by amount. Group A. & H. is 
offered by 11.1% by number and 29.8% 
by insurance in force. There are only 
two companies which provide group 
medical reimbursement. 


More Benefiits in Big Companies 


On the average Mr. McKinney found 
that the large companies provided more 
benefits than the smaller companies. 
For example 93.3% of the companies 
with more than $1 billion in force pro- 
vided pensions for agents, while 36.2% 
of the companies with less than $100 
million in force did so. 

The actuary based his conclusion that 
there has been a strong recent trend in 
the direction of providing pensions on 
a study of dates when the various pen- 
sion plans included in the survey went 
mto effect. Though the effective date 
was not asked for in the survey, 53 of 
the 67 companies providing pensions 
furnished this data. In 1927 there was 
one such plan installed, 1938 two, 1941 
Seven, 1942 six, 1943 seven, 1944 four, 
1945 three, 1946 six, 1947 12, 1948 five. 
The questionnaire was sent out in 1947, 
so there were a number of plans effec- 
tive in 1948 which were not included. 

Mr. McKinney commented that the 
figures indicate there has been a general 


trend toward pension plans since 1941, 
falling off naturally during the war 
years. 

Of the 67 companies providing pen- 
sions, the plans of 52 are contributory. 
For all but eight companies, the plan 
is available to all full-time agents 
while in five it is limited to commission 
agents only. 


Qualifying for Pension Plans 


The evaluation shows that in order 
to qualify for the pension plan in 33 
companies it is necessary for the agent 
to be with the company for at least 
one year. In nine companies the re- 
quirement is two years and 14 companies 
require no waiting period whatever. 
These generally are the companies which 
require no contribution from the agent. 
In addition to the waiting period com- 
panies have further requirements such 
as minimum commission earnings. Vol- 
ume of business earnings and volume of 
business in force. 

In 53 of 67 companies, the amount of 


the agent’s contribution to pension 
credits is based on his earnings. The 
amount of business in force is the basis 
for seven of the companies. A combina- 
tion of the two factors is used by two 
companies and four companies related 
the pension credit to the premium in- 
come. 

In the case of 37 companies, past 
service pensions are provided in one 
form or another. In a number of cases, 
past service provisions are stated in 
such an indefinite manner as to make 
evaluation impossible. 

The normal retirement date in most 
cases for-males is 65, with 60 the most 
popular for females. Mr. McKinney 
noted a marked divergence of opinion 
between the companies with respect to 
earlier retirement benefits and when 
contributions vest. Most provide for re- 
tirement before 65 with age 60 as an 
option. Most of the pensions vest at 
normal retirement age. The greater 
number offer the agent’s contributions 
plus interest as withdrawal benefits. 


Group Life, A. & H. Benefits 


There are group life benefits provided 
by 59 of the 126 companies. In most 
cases the maximum benefit is $5,000 or 
less. There is one company that pro- 
vides a maximum of $20,000 and eight 


provide benefits of $10,000 or more. 

Group life benefits are noncontribu- 
tory in 14 companies while in 35 the 
agent contributions are usually 60 cents 
per $1,000. When contributory, the 
agents’ earnings is the basis and volume 
is the basis in most cases which are non- 
contributory. 

The maximum benefit provided in 
most of the 14 group A. & H. plans is 
$40 per week, with two providing $50. 
Of the 43 companies providing hospital 
and surigcal, 18 provided $5 a day. For 
10 it is $6, for five $7 and one provides 
$9. The most popular surgical benefit 
is the standard $150. 

At the conclusion of the report, A.-R. 
Carstens, New England Mutual, De- 
troit, and John P. Costello, Southwest- 
ern Life, Dallas, expressed interest in 
how many of the pension plans contain 
a provision for decreasing the agent’s 
interest if he should come under social 
security. Mr. McKinney indicated that 
most of the companies reserve the right 
to alter benefits in this case, but have 
not indicated how they would do it or 
if they would do it. Mr. Carstens com- 
mented that he was sure that most of 
them intended to change benefits in such 
a case and that he considers this to 
be unjust. 
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Separate Agents’ Association Opposed | 


(CONTINUED FROM PAGE 14) 





mending appropriate action to the di- 
rectors of the association. Furthermore, 
as a local study and discussion group, 
such a council will be of value to 
N.A.L.U.’s committee of agents and to 
the association as a whole, Such a. group 


have created them. The members of 
the committee believe that an advisory 
council can serve the local associations 
as this committee undertakes to serve 
N.A.L.U., by studying all activities of 
special interest to agents and recom- 











A MESSAGE OF FREEDOM 


Life insurance sustains and reinforces a eyo It recognizes the importance of the 
individual and the sanctity of the home. It enables men to be self reliant and provide 
economic security for their families. It brings freedom from want, worry, and insecurity. 
It is an integral part of the American Way of Life. 


Beneficial Underwriters are taking this message to the people of their communities. 








== 


George Albert Smith, President Salt Lake City, Utah 




















should be an integral part of the local 
association, not separate and apart from 
it. To be effective, it must work as a 
part of the team. 

The committee’ urges all agents 
who possibly can do so to give of their 
time and talents to the work of the as- 
sociation at local, state and national lev- 
els. It is believed that the formation of 
agents’ advisory councils in local asso- 
ciations can do much to increase interest 
in and prepare agents for such service. 


Mass Selling of Life Insurance 


The* committee considers it vitally 
important “that the members of this 
association exert their utmost efforts to 
secure the passage in all states of group 
laws which at least will discourage and 
make difficult the writing of those trade 
and professional types of group cover- 
age which most companies and field men 
agree are not in the best long time in- 
terest of the insuring public or our busi- 
ness. Some progress with respect to 
this matter has been made. In the pub- 
lic interest, more should be made be- 
fore the close of the sessions of the ap- 
proximately 45 state legislatures which 
will meet in 1949.” 

It reemphasizes this statement in the 
guiding principles in agency manage- 
ment: 

“Home office employes and agency 
and branch office salaried clerical em- 
ployes should not be permitted to act as 
part time agents or to receive directly 


or indirectly commissions or any other. 


financial gain from life insurance sold 
to others. Home offices and managers 
should immediately eliminate these as 
competitors of the full time career 
agent.” 

The committee says that to that sec- 
tion there should be added the strongest 
condemnation of plans under’ which, di- 
rectly or indirectly, the agent is elimi- 
nated from the sale. 


National Service Life Insurance 


It commends the committee on vet- 
erans’ affairs and pledges it support in 
its efforts to obtain legislation fixing a 
terminal date for NSLI after which 
such insurance will not be available to 
newly inducted members of the armed 
forces, 

“We favor the proposal that gratui- 
tous insurance, not convertible upon 
termination of service, be submitted for 
NSLI in the case of all new entrants 
to the armed forces in the future. If 
the NSLI terminal date and gratuitous 
insurance proposal is presented in the 
next Congress, the life insurance agents 
of the nation should give it their un- 
qualified and enthusiastic support.” 











Serving Oregon, Washington, 
California, Idaho, Utah and the 
Hawaiian Islands. 


MEMBER THE INSTITUTE OF LIFE INSURANCE 





Better Organization 
Is Needed for Work 
of Speakers Bureau 


‘The N.A.L.U. speakers bureau has 
been doing a very worthwhile job but 
the work needs to be better organized 
probably on a regional basis, with a 
vice-chairman for each area, and a 
member of the headquarters. staff as. 
signed. exclusively to that work, I, §. 
Kibrick, New York Life, Boston, chair. 
man of the committee, reported, 

During the past few years it has be- 
come increasingly apparent to N.A.LU, 
leaders throughout the country that 
skillful programming of monthly meet. 
ings, seminars and sales congresses con- 
tributes vitally to the education and 
training of career producers. 


Lists Of Speakers Requested 


So that a local association desiring a 
speaker on pfogramming, work habits, 
public relations, telephone techniques, 
etc., could be supplied the names of 
speakers able, willing and available to 
fill the bill, the committee requested 
that local and state association officers 
and other leaders in the business im- 
mediately submit to national headquar- 
ters the names and data concerning the 
five best speakers who had appeared 
before their state and local associations, 
local, regional or state congresses, or 
whom they had heard at meetings out- 
side of the business, within the past two 
years and who, in their opinion and in 
the opinion of others, gave their listen- 
ers useful information and instruction, 
It was emphasized that the list 
should not be compiled of speakers who 
were merely orators, but should be made 
up of persons, men and women, in the 
business and out of it, who could give 
useful information. 


Response Good, Lists Disappointing 


Responses to its bulletins and letters 
evidenced the widespread interest in 
and need for such a service. Reference 
is made to the fact that THE Nationa 
UNDERWRITER in its April 2 issue, devoted 
nearly a full page of editorial comment 
to underlining and applauding the pur- 
poses of the committee. 

Nearly 300 report forms have been 
returned to national headquarters, many 
of them accompanied by personal let- 
ters approving the committee’s efforts. 
However, despite this high quantitative 
response, the returns were disappoint- 
ing from the point of view of need. 
While many names of widely known, 
nationally prominent speakers were in- 
cluded, there were too few names of 
new speakers, who are developing as 
able contributors to the philosophy and 
practice of the business ,and too few 
names of speakers who, though out- 
side of the business, nevertheless have 
important messages for life men. 

It states that local associations should 
tackle the job of programming from 
the point of view of the topic rather 
than of the speaker. A sincere effort 
should be made to evaluate the prob- 
lems which will be most pressing to 
the membership during the coming 
year, and the year’s program designed 
to meet those needs on an_ overall 
basis. Once the general subject for each 
meeting is decided, speakers best suited 
to fill the spots can then be sought. 
they will speak, the financial basis 


State Organizations 


It is again recommended that each 
state association immediately set up 4 
state speakers’ bureau not only to pro- 
vide speakers to local associations with- 
in the state, but to exchange informa- 
tion on available speakers with bureaus 
in adjacent states. The setup need not 
be elaborate; but at least one able and 
willing man who has the time should 
named as head of a state speakers’ bu- 
reau and charged with getting together 
a list of good speakers within his state 
who are available, 
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Association 


The Great-West Life Assur- 
ance Company extends best 
wishes to the National Asso- 
ciation of Life Underwriters 
on the occasion of its Fifty- 
Ninth ‘Annual Convention 
and congratulates the Associ- 
ation on its magnificent con- 
tribution to the advancement 
of life underwriting. 


May your long record of dis- 
tinguished public service find 
inspiration and renewed ex- 
pression through the deliber- 
ations of the 1948 convention. 


St. Louis Branch Office 
807 Merchants Laclede Building 
G. F. Cantelon — Manager 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE — WINNIPEG 











sales force until there were over six 
million’ war bond salesmen in action. 
“The life insurance man of today is 
the finest type of salesman that I 
know,” said Mr. Johnston. “I am think- 
ing back to the early days of life in- 
surance and the evolution that produced 
the professional life underwriter of 
today. Training and goals are prob- 
ably the two keys to this evolution. 


“In 1891, at its second annual con- 
vention, the National Assn. of Life 
Underwriters turned its attention to 


life underwriter education by appoint- 
ing a committee to contact universi- 
ties and colleges throughout the coun- 
try in an effort to have life insurance 
made a common class study. This com- 
mittee endorsed a proposition for es- 
tablishing a chair of life insurance at 
the University of Chicago. 


Recalls Carnegie Tech Bureau 


“The N.A.L.U. helped to establish 
the bureau of salesmanship research at 
Carnegie Tech. During the first world 
war it established overseas courses on 
life insurance. It commissioned Dr. S. 
S. Huebner to prepare the first official 
text for the industry. This was pub- 
lished in 1915 under the title ‘Lite In- 
surance. The association sponsored 
other books and the International Life 
Underwriters Library. 

“In 1921, it sponsored courses in life 
insurance at the Y.M.C.A.. It spon- 
sored the preparation of seven volumes 
as texts for college courses in life in- 
surance, In 1924 the association ap- 


| pointed a committee to establish stand- 


ards of education for life underwriters. 
This led to the creation of the American 
College of Life Underwriters in 1927. 

“The latest development is the spon- 
sorship of the life underwriters’ train- 
ing course which is to begin this fall 
in 48 cities. Together with the train- 
ing activities of the life companies, in- 
surance publishers and others, train- 
ing of high professional standard is 
readily available to the life underwriter 
today.” 


Fully Equipped 


Mr. Johnston said: “The thing I like 
about this modern professional agent 
is that he is thoroughly equipped to 
counsel citizens and business men on 
their life problems. He has developed 
a knowledge of life insurance coverage, 
economics, business law, business or- 
ganization, political history, insurance 
history. In fact, he knows a little 
about everything and everything about 
life insurance. He meets the challenge 
of soundly advising people today and in 
the future on their financial programs, 
and he helps these people keep their 
programs adjusted to changing needs. 

“With regard to public relations, we 
are living in fast moving times. Event 
follows event on the world stage in 
rapid succession,” he said. “The public 
finds little time to reflect on one event 
before another comes along. Under 
these circumstances half truths and mis- 
understandings are born. For this rea- 
son it is urgent that individual com- 
panies and the life industry as a whole, 
strive to build good public understand- 
ing. The life underwriter is the key 
man in this public relations work. 


Agents Fitted to Counsel 


“Earlier I outlined some of the out- 
standing problems of the day. They 
are complex problems, which test the 
mettle of the best of us. To the aver- 
age citizen some of them are mysteries 
and yet he is required to render his 
verdict at the polls and in other ways. 
To insure that sound decision shall be 
made, good counseling is required. I 
know of no one better qualified to do 
this than the 200,000 life underwriters. 
Here is another challenge. 

“On top of all this, the life man is 
called upon to be a leading eitizen of 
his community. He should not only 
participate in activities for improving 
it, but should do better by initiating 
them himself. This is the challenge of 
leadership. To those meeting the test, 
the rewards are high.” 


Seek Cooperation with 
Chambers of Commerce, 
Accountants, Credit Men 


The committee on relations with other 
organizations, created last year to 
handle all cooperative activities aside 
from those with attorneys and trust of- 
ficers, has explored three fields in which 
relations may be most effectively car- 
ried out at this time on a local level, 
it was reported by D. B. Fluegelman, 
Northwestern Mutual, New York, its 
chairman. 

Cooperative activities of a local as- 
sociation and the Chamber of Com- 
merce in its community may be most 
effective. One method of promoting 
such mutual understanding is to invite 
a chamber leader to address a meeting 
of the local association. The associa- 
tion might also stimulate the appear- 
ance of one of its leaders before a 
chamber session, in order to inform the 
chamber about the activities of the as- 
sociation and the institution of life in- 
surance. 


Accountants and Credit Men 


Since the cooperation of accountants 
is often invaluable in the creation and 
development of business life insurance 
cases it is suggested that local associa- 
tions would do well to build good rela- 
tions with the accountants and _ their 
organizations. Joint meetings of a local 
association with accountants’ chapters 
might be arranged in order that friendly 
relationships may develop, together with 
a greater awareness of the common in- 
terests of both professions. 

Credit men are becoming increas- 
ingly aware of life insurance today, and 
cordial relations between life under- 
writers and credit men_ should be 
important to both organizations. Joint 
meetings of the two groups, addressed 
by a speaker who is familiar with the 
credit men’s approach to life insurance, 
should be mutually helpful. 





Education Committee Lays 
Stress on L.U.T.C. Program 


The Life Underwriter Training Coun- 
cil program was given primary atten- 
tion in the report of the committee on 
underwriter training and _ education, 
headed by E. L. Reiley, Mutual Benefit, 
Philadelphia. 

Following the successful completion 
of the five pilot classes in New York 
City area, the council has completed its 
plans to extend the course to 44 cities 
in the fall of 1948. Those cities include 
Albany, Allentown, Atlanta, Baltimore, 
Binghamton, Birmingham, Boston, Buf- 
falo, Charlotte, Chicago Cincinnati, 
Cleveland, Columbia, S. C., Columbus, 
O., Dayton, Des Moines, Detroit, 
Greensboro, Harrisburg, Hartford, In- 
dianapolis, Jackson, Miss., Jacksonville, 
Kansas City, Little Rock, Louisville, 
Memphis, Milwaukee, Minneapolis, 
Nashville, Newark, New Haven, New 
Orleans, New York, Philadelphia, Port- 
land, Me., Providence, Richmond, Va., 
Rochester, St. Louis, Syracuse, Utica, 
Washington, and Westchester. 


Great Stride Forward 


Since some of the larger cities will 
doubtless hold more than one class, and 
other cities may be added, the number 
of L.U.T.C. classes operating this fall 
will be more than 60 in the eastern half 
of the United States, which have been 
selected after consultation with 
N.A.L.U., because of their proximity to 
New York for supervisory purposes as 
well as interest in the course, quality of 
local leadership and student potential. 
Managing Director Edmund L. G. Zal- 
inski has expressed the belief that the 


Council will be nationwide in scope 
within a year. 
“The L.U.T.C. represents a_ great 


stride forward .in the training processes 
of the life insurance business. It de- 
serves the full support of every member 
of N.A.L.U. and we hope it will be a 
continuing activity of this committee to 
spearhead that support,” the report says. 


———= 


The report takes up the notable re- 
sults obtained in the campus courses jn 
life insurance marketing at Purdue and 
Southern Methodist University. 

“The amazing production and _per- 
sistency records on the part of gradu- 
ates of the two courses and the im- 
mense enthusiasm of their agency heads 
leads us to recommend once more that 
all general agents, managers, and home 
office agency department executives 
carefully consider the use of the schools 
in the training process of their out- 
standing new agents.” 

Reference also is made to the credit 
courses at Butler University, Univer- 
sity of Richmond and University of II- 
linois and the short courses held during 
the summer of 1948 at Kansas, Penn 
State, Southern Methodist, South Da- 
kota, Connecticut, and Illinois Univer- 
sities. 





One of the ruddiest ane healthiest 
looking specimens at the N.A.L.U. con- 
vention was Richard E. Imig, New 
York Life, Sheboygan, Wis. Mr. Imig 
has been living the outdoor life prac- 
tically all summer. He has a house on 
Elkhart Lake, some 20 miles from She- 
boygan and he is able to commute to 
town when necessary. This is far from 
always necessary as far as doing busi- 
ness is concerned, for at his side of 
the lake is Sheboygan Bay, peopled 


four months of the year by the most 
influential and insurable citizens of 
Sheboygan. 


We congratulate the following 
Central Life producers who have 
qualified for attendance at the 
N. A. L. U. Meeting in St. Louis. 
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J. J. Hartnett 
F. W. Dakins 
A. A. Anderson 
H. H. McAllister 
J. A. Flaherty 
W. W. Morris 
J. P. Skelly 
G. L. Shipley 
M. C. Paulson 
E. C. Woller 
Frank Bartelson 
L. C. Lewis 
J. D. Burke 
H. £. Hermanson 
M. G. Ptefferkorn 
kK. £. Klebr 
Ben Smick 
Ff. H. Brown 
L. T. Sloane 
G. F. Garrison 
I. D. Tucker 
W. C. Goebel 
bE. J. Wilson 
N. J. Endres 
R. E. Lindwall 
BE. Vv. Lewis 
Fred Lundin 
A. L. Allen 
. E. Lindner 
Wm. Zumbhof, Jr. 
Bryan Wallick 
W. C. Jordan 
~ R. Ingebritsen 
J. £. Schweikert 
A. E. Osterheld 
Alfred Korbel 
bE. L. Gifford 
C. C. Tucker 
bE. H. Manning 
Mack Fish 
k. VW. Anderson 
Hugh Ziegler 
J.B. Lindner 
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Principles of Cooperation St. Louis Local Committees Webster Committee Acts as 
Interest Lawyers, Life Men Liaison with Institute 


The untimely death of George E. 
Lackey, chairman of the committee on 
relations with attorneys, is a_ loss, 
not only to the entire association but to 
the insurance industry as well, that 
committee states. “Whatever success 
this committee has enjoyed in effecting 
closer and more understanding rela- 
tionship between life underwriters and 
lawyers is due in very large measure 
to his untiring efforts.” 

The major undertaking of the com- 
mittee has been’ the new National State- 
ment of Principles of Cooperation Be- 
tween Life Underwriters and Lawyers. 
Great interest has been engendered by 
the national statement. One trust com- 
pany representative stated that the na- 
tional statement was “the greatest step 
forward in the life insurance business 
that I have witnessed in the last 
eighteen years.” Interest has. been 
shown not only by trust companies but 
also by law schools, local bar associa- 
tions, and estate planning organizations. 
The statement was reproduced in 39 
individual and trade publications and has 
been reproduced in pamphlet form by 
the association. 

Closer understanding between the 
two professions can only be _ ac- 
complished by continued publicity for 
the statement and constant promotion of 
adherence to the principles which it con- 
tains, the committee says. In further- 
ance of this principle, copies were fur- 
nished to registrants at the tax planning 
clinic of the Practising Law Institute 
at it session at New York City. 

One of the most important problems 
is the presentation in dramatic form of 
the principles contained in the national 
statement. If interest in this problem 
is sufficient that individuals concerned 
will submit sample skits, radio drama- 
tizations, etc., it is proposed to mimeo- 
graph this material for use by local 
associations. 


Contribute to Success of Meeting 





Local St. Louis committees did yeoman service in taking care of the myriad mat- 
ters at their end of the line. Shown above at the table, left to right, are: Adam Rosen- 
thal, General American, general chairman; Maxwell L. Hoffman, N.A.L.U. director 
of field services; and Joseph T. Peterson, Guardian Life, president of the St. Louis 
association, executive committee. Others in the picture are, front row, left to right, 
Rex D. Jeffrey, unaffiliated, executive committee; Frank M. See, New England Mutual, 
chairman of hospitality committee; D. W. Eschenbrenner, Connecticut Mutual, ticket 
sales; Mrs. Hildreth Butterfield, Mutual Life, women underwriters; Mrs. F. Turner 
Munsell, wife of the New York Life manager, women’s entertainment; William King, 
Fidelity Mutual, president’s reception; second row, Nathan Burgheim, Northwestern 
Mutual, finance; James C. Greene, Lincoln National Life, executive committee; Harry 
Greensfelder, Equitable Society, entertainment; Horace Davis, Massachusetts Mutual, 
publicity; Glen A. McTaggart, Prudential, attendance; third row, John Buhr, Metro- 
politan, sergeant-at-arms; S. Lester Ford, Equitable of Iowa, registration; Richard H. 
Bennett, General American, hotel reservation bureau; fourth row, Charles R. Fred- 
ericks, executive secretary of the St. Louis association. 

Adam Rosenthal is general agent in St. Louis for General American and past presi- 
dent of St. Louis Life ‘Underwriters Assn. and Missouri Assn. of Life Underwriters. 
Currently he is the national committeeman from Missouri, has been a member of the 
St. Louis association for the past 22 years, and for the last 15 years has been active 
in the National association. He has qualified for the national quality award every 
year that it has been given out and for the Missouri leaders round table. He is a 
member of General American’s president’s club, and his general agency ranked ninth 
last year among all of the agencies of his company. 


McMasters Is Promoted 


Will C. McMasters, director of train- 
ing, has been appointed to the position 
of assistant director of agencies of 
Commonwealth Life. 

Joining the company in 1946, Mr. 





McMasters has served as cashier at 
Nashville, as an agent at Louisville and 
as special assistant manager at Spring- 
field, O. Before being promoted to 
director of training a year ago he 
served as assistant agency secretary 
in the industrial department. 


Chairman Steacy E. Webster, Provi- 
dent Mutual Life, Pittsburgh, reported 
that the major function of the commit- 
tee on public information during the 
year has been to act as liaison between 
the field forces and their National as- 
sociation and Institute of Life Insur- 
ance in the development and implemen- 
tation of activities to better inform the 
public of the uses of life insurance and 
the value and service of the agent. 

“We feel that today life insurance 
men and women are more fully con- 
scious of the responsibility which is 
theirs to play a part in this important 
program of informing and educating the 
American public regarding their busi- 
ness,” the committee says. “This was 
most apparent during the discussions of 
that part of the agenda devoted to public 
education in the state conferences of 
local and state association officers last 
fall, where interest was revived and 
practical plans laid for the promotion of 
the activities proposed by this com- 
mittee.” 

The report reviews the various ac- 
tivities of the institute and the way in 
which the committee has assisted in 
their promotion. 


Charles E. Becker, Jr., assistant to 
the president of Franklin Life, sported a 
special company tie at the N.A.L.U. 
meet. At the top of the Cravat is painted 
a piggy bank pouring forth dollars. In 
the center are two policy wallets, bear- 
ing the initials “JISP,” which stands 
for junior insured savings plan. At the 
bottom is pictured the home office. The 
tie is more than a gag. It is actually a 
sales aid and has aroused the buying 
curiosity of numerous prospects when 
worn by a Franklin man in a single- 
breasted suit. The neckpiece is of the 
same exquisite material and workman- 
ship that characterize the famed gift ties 
of President Charles E. Becker. 
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Manager's Office, Los Angeles 


The Company is expanding its activities on the West Coast, and has 
opened modern offices, and established the following general agencies: 
G. R. WILMOT, General Agent, San Francisco 
STERLING C. HOLSTON, General Agent, Los Angeles 
D. G. HOLSTON, General Agent, Fresno 





We’re—Building in the West 


Let’s Get Acquainted 


We welcome cordial and friendly relationships with those in the 
Insurance Fraternity. . . . 

THE BANKERS LIFE INSURANCE COMPANY OF NEBRASKA 
is now in its 62nd year of service to policyholders and agents— 


"A GENERAL AGENCY COMPANY” 








R. F. COFFMAN, General Agent, San Diego . 
NEWELL & SHOWACY, General Agents, Portland, Oregon | 
J. H. BECK, General Agent, Everett, Washington General Office, Portland 
M. V. “PAT” LONERGAN, West Coast Manager 
25 Taylor Street Bankers Life Insurance Company of Nebraska San Francisco | 
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THE NATIONAL UNDERWRITER LIFE INSURANCE EDITION 

















CELEBRATING OUR 


20th ANNIVERSARY YEAR 
OVER $60,000,000.00 


INSURANCE IN FORCE 


OVER $8,000,000.00 


IN ASSETS 


A STRONG COMPANY BUILDING A STRONG WEST 


HOME 4 OFFICE 





Ray H. Peterson 
President 


and Main Sts. 


First South 


KENNETH W. CrING 
Supt. of Agencies 


Salt Lake City, Utah 








Be Proud 3 


of Your 
Association Membership 


It is Proof of Your Integrity 
And Sincerity of Purpose 


Life Insurance as an 
Institution Will Profit From 
Close Relationship 


*, As a Company We Endorse The 


Principles and Practices of 


The National Underwriters Association | 


GUARANTEE MUTUAL LIFE COMPANY 


OMAHA 


Since 1901 


A. B. Olson — Vice President 


NEBRASKA 





Hope for Better Taxation Measure 


(CONTINUED FROM PAGE 6) 





recommendations made by the advisory 
council: ; 

1. Extension of coverage to self-em- 
ployed who will pay a tax of 14%. 

2. Extension to farm’ workers. 

3. Extension to household workers. 

4. Extension to employes’ of non- 
profit institutions. 

5. Extension to federal civilian em- 
ployes. 

6. Extension to railroad employes. 

7. Extension to members of the 
armed forces. 

8. Extension to employes of state and 
local governments. 

9. Establishment. of commission to 
determine type of social security protec- 
tion appropriate to U. S. possessions. 

10. Inclusion of tips in definition of 
wages. 


Additional Recommendations 


The remaining recommendations of 
the advisory council are as follows: 

11. To be eligible for fully insured 
status, a requirement of a minimum of 
one quarter coverage for each two cal- 
endar quarters elapsing after 1948 with 
a minimum of six quarters of coverage, 
and full and permanent insurance with 
40 quarters of coverage. 

12. Increase wage base from $3,000 
to $4,200 and maximum average monthly 
wage for calculation of benefits from 
$250 to $350. 

13. Compute average monthly wage 
so that worker with $50 or more wage 
credits in six or more quarters after 
1948 has average wage based on alter- 
native under present or proposed law 
so that persons previously excluded from 
coverage will not be at a serious dis- 
advantage. 

14. Increase primary benefits to 50% 
of first $75 of average monthly wage 
plus 15% of the remainder up to $275. 

15. Increase survivors’ benefits to 
three-fourths primary benefit for one 
child and half for each additional child 
rather than one-half for all children as 
at present. Increase parents’ benefit 
from one-half to three-fourths primary 
benefit with widow’s benefits remaining 
at three-fourths primary benefit. 


EQUAL PROTECTION 








16. Equalize protection to dependents 
of both women and men by paying bene- 
fits to young children of any currently 
insured woman on her death or eligibil- 
ity for primary benefits. Also, pay bene- 
fits to aged dependent husband of wife 
fully and currently insured at time she 
became eligible for primary benefits and 
to aged dependent widower of wife fully 
and currently insured at death. 

7. Increase maximum benefit to three 
times primary benefit or 80% of average 
monthly wage whichever is less but not 
to reduce total family benefit below $40 
a month. 

18. Raise minimum primary benefit 
from $10 to $20. 

19. No work clause for those over 70. 
Between 65 and 70 reduce the amount 
payable by the amount in excess of $35 
earned in that month. Suspend benefits 
in any month in which earnings exceed 
$35 but pay quarterly the amount by 
which suspended benefits exceed earn- 





ings above the exemption. Present law 
forfeits all benefits if wages of $15 of 
more are earned monthly in covered em- 
ployment. 

20. Reduce from 65 to 60 the age at 
which women may qualify for Primary 
wife’s, widow’s, or parent’s benefits, 

21. At death of every insured worker 
even though monthly survivor benefits 
are payable, pay lump sum benefit to 
meet expenses of illness and death jn 
sum four times primary benefit. 


Recommendations on Financing 


22. Increase contribution rate to 14% 
for employers and 142% for employes 
and postpone increase to 2% rate until 
14%4% rate plus interest on investments 
of trust fund is insufficient to meet cur- 
rent benefit outlays and administratiye 
cost. . 

The subcommittee recommended ap- 
proval of all the above recommendations 
except as follows: 

a. Oppose by all possible means any 
change in the $3,000 wage base as pro- 
posed in recommendation No. 12. 

b. Apply formula of only up to $175 
instead of $275 as in recommendation 
No. 14 in order to be consistent with 
opposition to increase of wage base. 

c. Increase maximum benefits to 80% 
of average monthly wage or 2 times pri- 
mary benefit instead of 3 times as con- 
tained in recommendation No. 17. 

d. Oppose by all possible means lump 
sum benefits to meet special expenses 
of illness and death. Retain present sys- 
tem of six times primary benefit when 
no other survivors’ benefits are payable. 


PENSION TRUSTS 








The report of subcommittee on pen- 
sion trust law and legislation stated that 
on Feb. 26, 1948, the under secretary 
of the Treasury, by letter to the chair- 
man of the House ways and means com- 
mittee, made 49 technical legislative re- 
visions recommended for enactment in 
1948, Item 15 (b) of these recommenda- 
tions was as follows: 

“It is recommended, in lieu of the 
present provision in section 165 (b) of 
the code treating certain lump sum dis- 
tributions of pension trusts as long- 
term capital gains; that such distribu- 
tions be treated as ordinary income for 
the year of payment, and accorded treat- 
ment similar to that now provided for 
compensation earned over a period of 
time by section 107 of the code. This 
treatment should also be extended to 
distributions from non-trusted annuity 
plans.” 

The subcommittee was in accord with 
the theory that the privilege of treating 
lump sum distributions in one year as 
long-term capital gains accorded trusteed 
plans under section 165(b) of the in- 
ternal revenue code, should be granted 
to non-trusteed plans. However, it felt 
there was no good reason for changing 
the treatment to treatments similar to 
that provided for compensation earned 
over a period of time by section 107 of 
the code. If the total number of years 
of service under a plan would have to 
be taken into consideration, computa- 
tions would be required for many years, 
in some cases as many as 30 years. On 








Greetings to All N.A.L.U. Members 


We. who have a common purpose with you to serve our fellow men, wish 
you success in your annual convention. May you gain much of benefit from 
the “meeting of minds” in St. Louis. 


WOODMEN OF THE WORLD 


Life Insurance Society 
Omaha, Nebraska 
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her hand, if the amendment re- 
the ot the tax to be based on a three- 
year period, it would be inequitable to 
apply tax rates of the period 1945 to 
1948 to income earned over years when 
the rates were lower. The subcommit- 
tee was accordingly prepared to oppose 
this recommendation. However, the 
ways and means committee _ passed 
over” this recommendation during con- 
sideration of H. R. 6712, the revenue 
revision act of 1948, which in effect 
meant “rejected.” 

H. R. 6712 was passed by the House 
but the Senate finance committee did 
not consider it during the 80th Congress’ 
special session. However the report 
states that “it is confidently expected 
that it will be reintroduced in January, 
1949, and several sections of the bill are 
of immediate concern.” jie ; 

1. The subcommittee is in accord with 
proposed sections 104 (a) (2) (C) (i) 
which grants to non-trusteed plans the 
privilege of capital gains treatment 
where the total distributions payable to 
the employe are paid within one tax- 
able year on account of the employe’s 
separation from service. | , 

9, The subcommittee is also in accord 
with section 104 (a) (2) (C) (ii) which 
grants to certain trusteed plans a privi- 
lege heretofore only accorded plans 
qualifying under section 165 (a). The 
proposed section provides that the em- 
ployer’s contributions to such plans are 
not taxed as income to the employe in 
the year when made even though the 
employe’s rights are non-forfeitable. This 
particular section applies only to trusteed 
plans entered into prior to Oct. 21, 1942. 
Section 105 makes the same treatment 
retroactive to trusteed plans in taxable 
years beginning after Dec. 31, 1938, and 
prior to Jan. 1, 1948. 

3. Under present section 23 (p) (1) 
(E), an employer making a payment un- 
der a plan qualified under section 165 
(a) can make the payment within 60 
days after the close of the taxable year 
of accrual. Section 114 of H. R. 6712 
purports to extend this period of grace 
from 60 days to 75 days or “two months 
and 15 days.” However, in the case of 
many businesses 75 days is not enough 
time within which to accumulate all 
facts regarding bonuses, commissions, 
etc. and then to compute what amounts, 
if any, are payable and for purely me- 
chanical reasons, the subcommittee feels 
that even six months may not be enough 


time, but recommends that, if the period 
can be extended to 75 days, then it be 
extended to 180 days, or six months, as 
more realistic. 

4.. Under present section 811 of the 
internal revenue code the value of death 
benefits paid to beneficiaries of deceased 
employes is taxable in the estate of the 
first annuitant or the deceased employee. 

Section 205 of H. R. 6712 proposes to 
amend section 811 and excludes from 
estate tax liability amounts paid to bene- 
ficiaries of deceased employes under 
plans meeting the requirements of sec- 
tion 165 (a). In addition, it proposes to 
extend the same privilege of exclusion 
from estate tax liability to pension, an- 
nuity, or retirement plans of the United 
States; any state, territory, or political 
sub-division thereef; the District of Co- 
lumbia; or any sub-agency or instrumen- 
tality of those government units. 

5. Under present law, if an employe 
participant in a plan qualified under sec- 
tion 165 (a) irrevocably designates a 
surviving beneficiary, he is deemed to 
have made a gift and is taxable thereon. 
Section 252 of H. R. 6712 proposes to 
exclude from gift tax liability such an 
irrevocable designation but only to plans 
qualified under section 165 and pension, 
annuity, and retirement plans of the 
governmental units mentioned above. 
The committee is in accord with this 
proposed change. 

6. There is included in section 104 
(a) of H. R. 6712, an amendment to sec- 
tion 22 (b) of the internal revenue code 
to which the subcommittee recommends 
that the full committee and the national 
council object in its entirety. The pro- 
posed section 22 (b) (2) (G), sets up a 
completely new classification in defining 
employe retirement benefit contracts. 
This new definition would insert into 
the internal revenue code a new cate- 
gory’ in addition to pension trust plans 
under section 165 (a), and those plans 
for which an employer can take a deduc- 
tion under section 23 (p). 

7. The subcommittee continues in ac- 
cord with and recommends support of 
an amendment, via a new section 22 (b) 
(15) of the code, to exclude from the 
employe’s gross income that portion of 
the employer’s contribution to a plan 
qualified under section 165 (a). which 
represents the premium for life insur- 
ance, such an amendment to follow the 
language proposed by the American Bar 
Association. 








General American Life 
Sponsors “Service Center” 


An interesting convention feature is 
the “service center,” sponsored by Gen- 
eral American Life, conveniently located 
on the mezzanine of Hotel Jefferson. 
There delegates can learn what’s go- 
ing on in St. Louis, what to see and 
how to get there. It serves as a clear- 
ing house for messages between indi- 
vidual delegates, and posts on the bul- 
letin board important information about 
hour-to-hour developments of the meet- 
ing. There are special forms that may 

filled out in leaving messages for 
other delegates. The booth is open daily 
from 9 a.m. to 6:30 p.m. 

A very special feature is the oppor- 
tunity for delegates to read their home 
town papers while attending the conven- 
tion. About three copies of daily news- 
Papers of 50 metropolitan cities through- 
out the country are on hand. Delegates 
are permitted to borrow these papers, so 
that they can read them in their hotel 
tooms, or other points in the hotel. 

The service center also has on 
hand generous supplies of street maps 
and a Guide to St. Louis, provided by 
St. Louis Public Service Co.; informa- 
tion about sight-seeing tours by the 
tay Line, an affiliate of the St. Louis 
Public Service Company, and a map that 
ives at a glance St. Louis and its many 
Places of interest, and how to get there; 
a historical map of St. Louis and copies 
of “This Week in St. Louis.” 

Golf privileges have been arranged for 
visiting delegates at the Normandy and 
Westborough country clubs. 


XUM 


Mo. Association Holds | 
Mid-Year Meet at St. Louis 


The midyear meeting of Missouri 
Assn. of Life Underwriters was held 
at St. Louis, commencing with a 
luncheon Wednesday, in conjunction 
with the N.A.L.U. meeting. 

Weldon Dillener, New York Life, St. 
Joseph, president of the Missouri asso- 
ciation, presided. The program was 
confined to reports from the secretary- 


treasurer, Wylie Craig, Aetna Life, 
Kansas City, and the standing com- 
mittees. 


One of the greatest contributions of 
the Missouri association has been the 
Missouri Caravan, which takes the story 
of the association to the various parts 
of the state. Under this arrangement a 
number of outstanding life insurance 
men travel together to call on various 
local associations, thus reaching many 
life insurance men and women who do 
not customarily attend the meetings of 
the state association or its sales con- 
gresses. 





The John Newton Russell memorial 
award will be presented in absentia Fri- 
day to Chairman Frederick H. Ecker of 
Metropolitan Life. Mr. Ecker did not 
find it possible to come to St. Louis for 
the presentation. 





The directory of eating places main- 
tained by the information and service 
booth set up by General. American Life 
is a welcome feature. It groups res- 
taurants according to type of food— 
Chinese, German, French, Swedish, etc. 
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focal point was the heated contest be- 
tween the two Iowans in the race— 
Newell C. Day, Equitable of Iowa, Dav- 
enport, and C. V. Shepherd, National 
Lite of Vermont, Cedar Rapids. Mr. 
Shepherd offered to withdraw if Mr. 
Day would, but this plan was not ac- 
ceptable to the Day faction, so it ap- 
peared that both men would be nomi- 
nated, if not by the nominating com- 
mittee, then from the floor. 

However Wednesday afternoon Mr. 
Shepherd announced that he would not 
be a candidate on the ground that he did 
not believe it to be in’the best interest 
of the business or the association for 
him to carry the fight further. 


Two Deaths Are Shock 


The death of Mr. Barton in his room 
at the Jefferson hotel here Monday 
afternoon and the very recent news of 
the death of Alexander E. Patterson, 
president of Mutual Life, have brought 
a real sense of personal loss to many 
of those attending, particularly those 
who have been prominent in N.A.L. 
affairs, for both men were active in the 
association. Mr. Barton had been treas- 
urer and finance committee chairman for 
eight years, a post he was relinquishing, 
and Mr. Patterson was a past president 
of N.A.L.U., having formerly been gen- 
eral agent of Penn Mutual at Chicago. 

The first general session opened with 
community singing led by Ernest Hares 
of St. Louis and an invocation by Rev. 
J. W. Clarke of Second Presbyterian 
Church of St. Louis. Joseph T. Peter- 
son, Guardian Life, president of the 
St. Louis association, then welcomed 
the convention. Clifford H. Orr, Na- 
tional Life, Philadelphia, N.A.L.U. vice- 
president, presided at that session. 


Baumann Gives Presidential Report 


In his presidential report, Jul B. 
Baumann, Pacific Mutual, Houston, em- 
phasized the continuity of purpose and 
of action that should guide the associa- 
tion in all its work. He pointed out that 
the objectives are those of the associa- 
tion as a whole and not merely those of 
the president. He said he was mindful 
of the fact that credit for whatever has 
been accomplished in the past year has 
been due in large part to the loyal and 
untiring efforts of previous years and 
that he hoped that some of the matters 
on which future presidents will report 
may have been started by or advanced 
by the officers, trustees and national 
committees of this year. 


Securing public approval for life in- 
surance, a major challenge to the busi- 
ness today, is a matter of taking proper 
advantage of the millions of daily con- 
tacts, for the agent perhaps even more 
than the home office man, Edwin W. 
Craig, president of National Life & 
Accident, declared in his talk on “Public 
Approval—Our Continuing Challenge.” 
He offered some specific suggestions as 
to how the men in the field can meet 
that challenge. 


Gale Johnston Is Heard 


Gale F. Johnston, president of the 
Mercantile-Commerce Bank & Trust 
Co. of St. Louis and former 3rd vice- 
president of Metropolitan Life, in his 
talk on’ “Whither Now?” challenged 
life insurance men to _ protect the 
American people for four times their 
annual income instead of the present 
figure of only slightly more than a 
year’s life insurance protection. This 
would mean a total in force of $759 bil- 
lion but he termed it an entirely reason- 
able goal for the life insurance industry. 

Mr. Johnston dealt at considerable 
length with the nation’s economic fu- 
ture and declared that unlimited oppor- 
tunities exist despite various unfavor- 
able factors. 

Presentation of the John Newton 
‘Russell memorial award for outstand- 
ing service to the institution of life in- 
surance for 1948 was made to Chairman 


F. H. Ecker of Metropolitan Life jn 
absentia, as Mr. Ecker did not find it 
possible to be present. 


Paul Speicher Anchor Man 


Paul Speicher, president of Insurance 
& R Service, the closing speaker 

talked on “Urges to Accomplishment.” 
This was a_ serious and _ inspirational 
address which made a deep impression 
on the audience. 

The trustees met in all-day session 
Monday and on Tuesday met late in the 
afternoon to hear the reports of the 
committees which had been holding 
meetings that day. Easily the outstand- 
ing news developing from these commit- 
tee meetings was the compensation com- 
mittee’s resolution urging the National 
association’s appointment of a commit- 
tee to confer on compensation and other 
matters of common interest with the 
company organizations, 

The American College trustees met 
Tuesday and reelected all officers and 
all trustees whose terms expired this 
year, 

Tuesday evening there was a dinner 
of the American College trustees and 
American Society of C.L.U. directors, 
The American society held its luncheon 
Wednesday with William S. Leighton, 
New York Life, Minneapolis, presiding. 

Wednesday evening there were two 
dinners — state association officers and 
Women’s Quarter Million Dollar Round 
Table, the latter being preceded by the 
round table’s business meeting. 


McKinney Finds Agents 
Surprisingly Democratic 


Gordon D. McKinney, the recently 
appointed actuary of National Associa- 
tion of Life Underwriters, was attending 
his first producers’ convention, though 
he has weathered many a company con- 
vention. He was amazed and delighted 
at how “democratic” is the N.A.L.U. 
meeting. “Why people just pop up from 
the floor and say what they think and 
feel,” was his comment. At a company 
convention, all too often, nobody says 
anything which has not been prepared 
long in advance and weighed to make 
sure that it dovetails with company pol- 
icy, he indicated. 





The Ohio room was a popular spot, as 
free flowing as the big river itself and 
one of the most popular of the conven: 
tion spas. Judd C. Benson, Union Cen- 
tral, Cincinnati, and C. Vivian Ander- 
son, Provident Mutual, Cincinnati, were 
dispensing greetings for the home state. 
“Tust wait until the convention goes to 
Cincinnati,” seemed to be the slogan. 





John A. Witherspoon, vice-president 
and director of agencies of Volunteer 
State Life, former N.A.L.U. president, 
was an early arrival. 3 
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C.L.U. Activities 
at New High in ‘48, 
Huebner Reports 


Making exceptionally large gains in 
1948, American College topped the pre- 
vious banner year of 1947 in nearly all 
activities of the college, Dr. S. S. 
Huebner, president, reported to the col- 
lege’s trustees Tuesday. The report was 
prepared by Dr. Huebner and Dean 
David McCahan of the college. 

Julian S. Myrick, for many years 
chairman, was unable to be present_be- 
cause of the death of Alexander E. Pat- 
terson, president of Mutual Life, of 
which Mr. Myrick is second vice-presi- 


t. 

TTeeph H. Reese, Penn Mutual, Phila- 
delphia, a past president of American 
Society and a trustee of American Col- 
lege, presented the formal announce- 
ment of the new home for the college 
and the society. Mr. Reese is chairman 
of the “new quarters” committee. 

This year’s C.L.U. examinations, Dr. 
Huebner reported, brought the total 
number who have completed the entire 
series of C.L.U. examinations to 3,249, 
again of 250 over the total for last year. 
This compares with 205 completions 
for 1947, 127 for 1946, and 117 for 1945. 


Big Gain in Examined Candidates 


The 1948 total of examined candidates 
is over four times the low of 1944, and 
exceeds the pre-war record by 65%. 

New candidates in 1948 totaled 1,494. 
This compares with the record figure 
of 1,655 for 1947 and the low of 260 in 
1944. 

The number of examinations taken in 
1948 totals 3,752. This compares with 
3,239 in 1947, 890 in 1944, and 3,125 in 
1939. The 1948 total exceeds the 1947 
record by nearly 16% and the 1939 
pre-war record by over 20%. 

A marked increase in C.L.U. study 
groups was achieved in 1948 with a 
total of 243. This compares with 187 
for 1947 and 96 for 1944. 

Enrollment of candidates in this year’s 
study groups reached the extraordinary 
total of 5,046. This is an increase of 
11.7% over 1947 and nearly 62% over 
1939. 

Of this year’s 2,885 candidates, 1,732, 
or 60% were awarded credit for all of 
the examinations they undertook. An- 
other 6% received credit for one or 
more of the five examinations. 

Of the 3,752 examinations taken, 
64.7% were passed. This passing ratio 
compares with 62.8% for 1947, 69.1% for 
1945, and 59.9% for 1939. 

The marked emphasis on the four- 
year installment program of study for 
the C.L.U. designation continued in 
1948. Only 14 candidates undertook all 
five examinations. 

Commenting on an intensified pro- 
gram in 1948-1949, Dr. Huebner re- 
iterated the three-point program of field 
procedure of the American College and 
the American Society of C.L.U. to be 
pursued, as follows: 

encourage and promote enroll- 
ment of candidates in study groups by 
October of each year. 

o emphasize the securing of new 
candidates on a selective basis and thus 
increase the college’s backlog of candi- 
dates for later examinations on the in- 
stallment plan; to revive in every way 
Possible the college’s substantial re- 
serve list of candidates, who without 
valid reason, lapsed in their continuation 
of the C.L.U. program. 


Data Books Prove Valuable 


President Jul B. Baumann, Executive 
Vice-president James E. Rutherford and 
chairmen of the various sessions are 
greatly aided by the data books which 

axwell L. Hoffman, director of field 
Services, supplies them. These are loose- 
leaf leather books with pages, protected 
by celluloid, on which are set down the 
details each user will want, including the 
Program and biographical data on each 
speaker who js to be introduced. 


XUM 


National Council 
Completes Agenda 
with Dispatch 


The national council of N.A.L.U. 
rolled up its sleeves and got about its 
job in a hurry on Wednesday at St. 
Louis. After the invocation, President 
Jul B. Baumann in quick order intro- 
duced his fellow officers and the council 
plunged immediately into its business 
at hand, consideration of the reports of 
the committees. 

The decks were cleared by early ap- 
proval of the two reports which might 
have been considered the most likely 
to raise questions because of the com- 
paratively complex nature of their 
amendment, the reports of the compen- 
sation and the federal law and legisla- 
tion committees. 

First on the agenda was the report 
on associations by Herbert R. Hill, 
Life of Virginia, Richmond, who as 
chairman announced that the cost of the 
state conferences was being cut this 
year by about $1,500 from the $9,000 
which was the aggregate cost to N.A.- 
L.U, in 1947. Hereafter only one repre- 
sentative from N.A.L.U. will attend 
such meetings. The report was accepted 
without question. 


Introduce New Actuary 


H. Cochran Fisher, Aetna Life, Wash- 
ington, took the stand as chairman of 
the compensation committee. His first 
action was to introduce Gordon D. Mc- 
Kinney, the new actuary of N.A.L.U. 
Mr. Fisher explained with dispatch the 
additions and corrections which had 
been made to the written report. 

For the first time, the exact language 
of the resolution which has been ap- 
pended to the compensation report was 
given. It reads: “Resolved, that the 
national council approve the formation 
of a subcommittee appointed by the 
president of N.A.L.U., and approved by 
the board of trustees, such committee 
to be composed of seven members, 
four of whom shall be agents and three 
of whom shall be general agents and 
managers. The membership of this com- 
mittee shall include the chairman of 
the committee on compensation and the 
chairman of the committee of agents 
of N.A.L.U. This committee shall in- 
vite representatives of American Life 
Convention, Life Insurance Assn. of 
America and Life Insurance Agency 
Management Assn. to meet with it for 
the purpose of discussing recommenda- 
tions of the committee.” 

Judd C. Benson, Union Central, Cin- 
cinnati, stepped up 
as chairman of the 
federal law and 
legislation commit- 
tee. He introduced 
James B. Hallett 


the board of trus- 
tees meeting on 
Monday had _ ad- 
vanced Mr. Hallett 
from the position of 
attorney to that of 
general counsel. 
Mr. Benson then 
proceeded to clari- 
ty the amendment 
of his report. 

James E,. Rutherford, executive vice- 
president, rose to state that the president 
has the sole power to appoint commit- 
tees of the association and asked that 
reference to approval by the board 
of trustees be stricken from the reso- 
lution. This was done and the compen- 
sation report accepted. 





J. B. Hallett 





B. N. Woodson, executive vice-presi- 
dent of Commonwealth Life, led an ag- 
gregation from his company which in- 
cluded W. R. Davis, III, director of 
ordinary agencies; B. A. Holder, assist- 
ant director of ordinary agencies, and 
Phillip McGary, assistant director of 
ordinary agencies. 

Richard Vogler, vice-president of 
American National Life, was on hand. 
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There is an unusual opportunity in The Victory 
Life for the man who wishes to make a career of 


Life Underwriting. 
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40 YEARS 
of dependable policyowners service — 


In October we celebrate our Fortieth - 
Anniversary. THERE ARE MANY 
REASONS WHY WE ARE GROW- 
ING. Most important among these 
are wholehearted cooperation with our 
field organization, unexcelled service 
to policyowners, and the constant de- 
sire to give them the best protection 
available in the fields of Life, Accident, 
Health and Hospitalization insurance. 





We have splendid openings for agen- 
cies in Wisconsin, Michigan, Illinois, 
Indiana and Minnesota. 





{| WISCONSIN NATIONAL LIFE 
| Insurance Company 
| Oshkosh, Wisconsin 
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What Do You Sell? 


Accident and health insurance and life in- 
+ . surance are natural teammates. Either one 
+ alone fails to serve as complete family pro- 
i tection, and the insured is left to gamble 
| with his economic obligations to his de- 
, ae If you do not have accident and 
ealth and hospital lines in your sales kit, we 
y invite you to write to this company for 
i} details of our coverage. 


WASHINGTON NATIONAL 


INSURANCE COMPANY 
CHICAGO 
Executive Offices: Evanston, Illinois 
G. R. Kendall, President 




















Individual Contacts Are Vital 


(CONTINUED FROM PAGE 6) 
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proves again that, however good your cial support, has today more agents tak- 


acceptance, there is always room ‘or 
improvement. 

“What are some of the things that 
have accounted for this high rating of 
life insurance and the continued im- 
provement?” he asked. ‘Have we ac- 
complished this through sitting by and 
letting the public find out about us on 
their own account? Has it been done 
while the same old routine of past years 
has been continued without change? 

“No, I think you will find in the rec- 
ords of the business that this has been 
achieved through a definite pursuit of 
good-will. Life insurance has_ per- 
formed well in the public interest; it has 
constantly sought to better its service, 
modernize its methods, help its policy- 
holders and beneficiary families; and it 
has seen to it that the public knows 
what is going on in the business, how 
the business is serving the public and 
how the business operates. 


Competition Brings Improvement 


“Operating as we do on a highly com- 
petitive basis, we are assured of con- 
stant progress, effected by individual 
companies and individual field men seek- 
ing new and better ways to serve the 
public. As the new processes and new 
methods are discovered, they spread 
rapidly through the business and_be- 
come broad institutional policy. Such 
has been the history of all of our basic 
advances in underwriting, in policy ben- 
efits, in the development of non- 
forfeiture values, in settlement options, 
and in countless other respects.” 

He then traced some of the current 
situations where changes in public in- 
terest have been or are being affected, 
where specific action in this conscious 
pursuit of good public relations is being 
shown, with the activity in company 
channels. 

He referred to the fact that one of 
the substantial companies recently made 
a major activity out of reorganizing its 
correspondence methods. 

A manual of standard correspond- 
ence practices was prepared. Courses 
were given for all those in the company 
who wrote letters. A new pattern of 
simplified, nontechnical correspondence 
was established. Some 2,500 guide let- 
ters were prepared, with departmental 
variations taken into consideration. The 
rule was established that all letters were 
to be answered within three days, or, if 
that were impossible, acknowledged with 
the information that detailed reply would 
follow soon. The net result: today more 
than 90% of the company’s correspond- 
ence is answered within the three-day 
period. 


Modernizing Annual Reports 


Annual reports to policyholders are 
today quite different from what they 
were only a relatively few years ago, 
Mr. Craig said. Company after com- 
pany has come to realize the importance 
of. this simple little document in the 
over-all public relations of the business. 

Simplification of forms and procedures 
is another area in which much has been 
accomplished, and probably more re- 
mains to be done. 

Broadening of job opportunity, an- 
other important element in public rela- 
tions, has become an institutional activ- 
ity in many home offices, both through 
company plans and through programs of 
such organizations as Life Office Man- 
agement Assn. and Actuarial Society, 
both of which have extensive eauca- 
tional facilities for company personnel. 

Every company of any consequegce 
now has a well planned program for 
training its field men, Mr. Craig de- 
clared. Some companies have two or 
even three courses in order to provide 
advanced training. He characterized 
the recently inaugurated life underwriter 
training course for intermediate training 
as a tremendous addition to this pro- 
gram for study. The C.L.U. movement, 
to which the companies lend their finan- 


ing advanced work in preparation for 
the C.L.U. designation than at any pre. 
vious time. 

All this adds up to a powerful long- 
range public relations effort. 

Telling the story of the business to 
the public is another part of the present 
institutional conscious pursuit of better 
public relations, Mr. Craig said, 

He paid high tribute to the work 
along this line done by the Institute of 
Life Insurance under the leadership of 
Holgar Johnson. As a result of it, he 
said, “the public understands us better 
today; it knows better why Policy net 
costs have risen in recent years; it un- 
derstands that life insurance has done a 
major job in putting policyholder funds 
to work for the nation; it appreciates 
that there is a continuous flow of ben- 
efits going to insured families and help- 
ing the entire community; and, because 
one of the major themes of the insti- 
tute’s advertising has been ‘the person 
best equipped to help you with these 
financial plans is the well trained life 
insurance agent,’ the public has a new 
concept and a new respect for the 
agent.” 


Big Contribution from Field 


Citing the contributions made by the 
field force toward better public relations, 
he declared that progress is evidenced 
in every way that the work of the agent 
shows itself to the public today. Plan- 
ning and programming of policyholder 
insurance, integrating his protection 
with his whole financial program is one 
of the basic elements of life insurance 
sales and service work today. Nearly 
half of all the ordinary insurance pro- 
ceeds are now paid on an income plan 
rather than in lump sum settlement, tan- 
gible evidence of the extent to which 
programming has been applied toward 
the betterment of American family plan- 
ning. 

There has been a material curtailment 
of what might be termed “foot-in-the- 
door” selling by life insurance men. 
Today it is a vanishing type of sales- 
manship. Consequently, the business to- 
day is better sold. It is going to remain 
in force longer. It leaves fewer cases 
of resentment, the natural result of high- 
pressure selling. This is vital to public 
relations, because one thing that has to 
be eliminated from the public mind is 
the concept that the agent is a high 
pressure artist. Qualification standards 
are much higher, both for entry into the 
business and for continuation in it. | 

In seeking a basis for further im- 
provement, the agent may ask: “What 
can I do? Just what does the indi- 
vidual do by himself, without a public 
relations expert to aid and counsel him?’ 

To illustrate some of the opportun- 
ties, Mr, Craig countered with a series 
of questions involving the agent’s activi- 
ties in areas in which policyholders 
themselves have reported sources of ifri- 
tation: 

i) 
policyholder to whom you have ever 
given an estimate of future dividends 
has either destroyed that estimate or 
had it brought up to date? It might pay 
you to think that one over pretty seéfl- 
ously, because this concerns a really 
basic, long-term source of misunder- 
standing and consequent ill-will. 


“Review” Sessions Suggested 


“2, Do you have ‘review’ sessions 
with your policyholders now and then, 
to make certain they all know just what 
kind of policy they have, especially those 
with policies other than whole life? You 
don’t think that is so important? You 
might be interested in knowing that one 
of the frequent policyholder complaints 
is that they thought they had a 20-year 
endowment policy, and found it was 4 
20-payment life, or they thought they 
had cash values in a policy, not realizing 
it was term insurance. : F 

“3. Have you ever permitted one 0 
your policies to lapse without first mak- 
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ing certain that the policyholder was 
fully aware of the exact benefits he was 
losing, or, at least, that he knew it was 
lapsing ? i rs 

“; Were you ever in the position of 
having to disillusion a widow as to the 
penefits provided in her husband’s polli- 
cies? If you have been, you need no 
other comment. But if you have not, 
take warning. This is a sad duty indeed. 
Doubly sad, because you may have 
worked hard on that case over a long 
time and satisfied the policyholder him- 
self, only to have those efforts go to 
naught because nothing had ever been 
said to the woman to whom the policy 
proceeds were to be paid. How much 
better if we could make it a point as 
we go along to have our clients bring 
their major beneficiaries into the dis- 
cussions, to make certain they know 
just what the policies are, just what 
they are going to do. 

“5, Have you ever had a policyholder, 
and particularly a new one, make a 
caustic remark to you concerning a trick 
approach by some competing agent 
which annoyed or disgusted that -olicy- 
holder? And, if that ever happened, did 
you immediately put yourself through 
the third degree to see if you had ever 
been guilty of such infraction of the 
rules of good public relations? There is 
nothing the public resents so much as 








The Company with the 
Fieldman’s Viewpoint 


. 





Both the president 
and director of 
agencies of this pro- 
gressive Southern 
company were for- 
merly fieldmen for 
many years and both 
were million dollar 
personal producers. 
Our representatives 
profit by their first 
hand knowledge of 
the fieldman's prob- 


lems. 
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THE VOLUNTEER STATE 
LIFE INSURANCE COMPANY 


Founded 1903 
Home Office: Chattanooga |, Tenn. 
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the trick approach, or the high pressure 
attack. ‘ 

“6. Did you ever have to give the 
better part of a forenoon trying to pacify 


an irate applicant whose policy, long de- * 


layed, had not come through? He may 
have been one of your toughest sales 
jobs, but once sold, he wants his policy 
right now. Pride and fear are involved, 
gnawing and growing fear, increasing 
with each day’s delay, that perhaps he 
didn’t pass the examination. This is an- 
Other fairly widely held field of irrita- 
tion. And it is something you can help 
eliminate. First, you can make certain 
that none of the delay is through fault 
of yours, that all papers, properly and 
completely filled and signed were 
promptly mailed. Then, you can help 
the situation by keeping your client fully 
informed if any delay does develop, and 
put the client to work cooperating with 
you to expedite the transaction. Above 
all, don’t let the client just hang in sus- 
pense. Once a delay develops, keep in 
touch with him constantly, if only to 
commiserate with him over the delay! 

“7, Have you encountered a veteran 
who blames a life insurance agent and 
the life insurance business because he 
lapsed his National Service Life Insur- 
ance to replace it with protection issued 
by a regular company? If you have, 
you were never in the presence of a 
more critical need for service, nor a 
more important threat to public ap- 
proval. Advice to veterans is still a great 
field for service. 

“Every day, everywhere, in talking 
with prospects, with policyholders, wit 
people generally, a $200 billion insti- 
tution entrusts itself, its fate and its 
future to the hands of a single human 
being—the agent. 

“And that one individual has to be 
good. He has to be well informed. He 
has to know not only what makes his 
company and the competing companies 
tick, but what makes the whole Amer- 


ican economy tick. He has to feel that. 


what he does is important. He has to 
be proud of what he does, of the fact 
that he is the trustee for 300,000 co- 
workers and their families, and of some 
75 million policyholders. 





Discuss How to Bring 
Agents Under OASI Cover 


(CONTINUED FROM. PAGE 6) 


implementation of any program leading 
to eventual recognition of all agents not 
clearly independent contractors. 

The report of the’ committee of 
agents, John P. ‘Costello, chairman, says 
that while it is not something that 
speedily can be accomplished, “we feel 
that it will be to the best interests of 
the business for each company to give 
the status of its agents immediate study. 
Unquestionably, some are employes un- 
der the strict common law definition 
while others are independent contrac- 
tors. Those who are common law em- 
ployes are entitled to coverage under 
OASI now and a way should be found 
to cover them.” 


Effect on Pension Plans 


The committee on compensation, H. 
Cochran Fisher, chairman, expressed 
the hope that the objective of having 
the companies recognize their agents 
as employes may be accomplished with- 
out the necessity of waiting for legis- 
lation. It pledges to the committee on 
social security all possible assistance in 
its efforts to secure OASI coverage for 
commission agents. 

“Recognition of agents as employes 
would make possible the attainment of 
another of our objectives,” the report 
says. “According to our records, more 
than 80 companies now have pension 
plans for their agents. If these agents 
are employes, such plans can be quali- 
fied under section 165 of the internal 
revenue code and such agents will not 
be liable, in the year of retirement, for 
federal income tax on company contri- 
butions to their pensions. Since the 
provisions of section 165 apply only to 
plans set up for employes, they defin- 
itely do not apply to plans set up for 


‘independent contractors.’’ The pension 
plans of some companies would not re- 
sult in the above mentioned tax liability 
of the agent because there is never any 
vesting of company contributions. 
Therefore, it appears that commission 
agents who desire ‘independent contrac- 
tors’ status must accept a pension plan 
with such restrictions as to their ac- 
tivities that the Treasury will agree 
that there is no actual vesting, or they 
must be prepared to pay the tax on 
company contributions when such con- 
tributions vest in them.” 





Metropolitan Takes Back 
Pay Issue to High Court 


WASHINGTON—Metropolitan Life 
has filed brief with the U. S. Supreme 
‘Court opposing petition for writ of cer- 
tiorari of Philip Paris and others, as- 
signees of company agents who seek to 
recover a large sum deposited by the 
company in escrow in connection with 
a national war labor board order for 
retroactive increased compensation to 
agents. 

The case involves New York law and 
a ruling of the New York superintendent 
that payment of such compensation 
would violate same. The circuit court 
remanded the case to the district court 
(which had ruled for petitioners) pend- 
ing construction by state courts of the 
law in question. There are delicate 
questions of constitutionality of the law 
and its supersession by W.L.B. order. 

The order grew out of a labor dispute 
in 1942 between the company and 
agents represented by United Office & 
Professional Workers of America, CIO, 
and Industrial Life Insurance Agents, 
local 30. The company maintained 
from the first retroactive increases were 
forbidden by New York law, and in 
1944 signed a stipulation under which 
the money was deposited in escrow 
pending court interpretation of the law. 

The company argues the circuit court 
correctly held federal courts should not 
pass upon constitutional questions until 
state courts construe the statute; that 
its decision accorded with authorities and 
is practical and that construction is the 
crucial question. Metropolitan contends 
there was no room for judicial discre- 
tion, the New York law applies to col- 
lective bargaining agreements, and that 
the WLB order did not supersede state 
law or render its application unconsti- 
tutional. 





20-Pay Life Is Choice of 
55% of the Veterans 


WASHINGTON — More than half 
of the war veterans holding converted 
National Service Life policies have se- 
lected 20-payment life plans, veterans 
administration states. 

The 20-payment policies accounted 
for 832,190, or 55% of the 1,512,150 per- 


manent NSLI policies in force on June 


30, 1948. Thirty-pav was selected for 
276,900 policies; ordinary life, 240,130; 
20-year endowment, 95,830; endowment 
at 60, 46,650; endowment at 65, 20,450. 

Permanent NSLI policies amounted 
to more than $6% billion of insurance. 

Nearly 5 million holders of NSLI 
have not yet converted their term poli- 
cies to permanent forms. Term poli- 
cies in force represent more than $31 
billion. 





Members of the Institute of Life In- 
surance staff ran into some red tape in 
setting up their exhibit. It seems that a 
hairdressers’ convention was scheduled 
to use their headquarters room. through 
a mixup. This did not daunt Don 
Barnes of the institute. As an old army 
man, he was used to such snarls. He 
worked his way up through channels to 
the commanding officer and got the 
whole thing straightened out in a jiffy. 
The arrival of Holgar J. Johnson, presi- 
dent of the Institute of Life Insurance 
was delayed, for Mr. Johnson attended 
the funeral of Alexander E. Patterson, 
president Mutual Life. 








Completing a Century of 


Achievement 
1857-1957 


Ask about G-A-TOP. You can 
earn more if you understand it. 
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Inaction Charge Brings 
New Compensation Move 





(CONTINUED FROM PAGE 5) 


and additions to offer to it. Lantz L. 
Mackey, Home Life, a committee mem- 
ber, gained the floor for the Detroiters 
and presented the recommendations of 
his group. The first one met with suc- 
cess. From there on it was a different 
story, as numerous other Detroit sug- 
gestions proposed “to put teeth in the 
report” either failed of a seconding to 
Mr. Mackey or were rejected by com- 
mittee vote. 

Mr. Mackey led off by moving that 
certain verbiage be deleted as temporiz- 
ing from the opening paragraph of the 
published committee report. His mo- 
tion was passed and the paragraph now 
reads: “It is the duty of this association 
to develop broad principles regarding 
compensation and to urge their adoption 
by all companies.” 

Section 2 of part A was enlarged on 
the suggestion of Mr. Mackey. The new 
paragraph reads: “The service fee 
should be made retroactive; that is, it 
should be paid on all business in force 
over 10 years on which no renewals 
have been paid to the writing agent. 
Section 3 of part B, which comments 


further on service fees, was lifted bodily 
from the context and appended officially 
to section 2 of part A. 

Mr. Mackey next proposed the cre- 
ation of a new section 3 of part A to 
read: “In the event of termination of 
an agent’s contract, in the case of all 
renewals vested after three years, it is 
recommended that the originating agent 
have the right to service this business 
unless he cease to be a full-time agent 
in the territory. For this he should 
be compensated.” This provision was 
passed by the committee, but amended 
so that the renewals in question had 
to be vested after five years. This was 
not put through without considerable 
debate. 

John P. Costello, Southwestern Life, 
Dallas, commented that it hurts the 
business when all renewals are vested. 
He said he doesn’t want to see men in 
the business for a brief time go back to 
cutting hair or hedges and still draw 
renewals. It was he who suggested up- 
ping the requirement to five years. 

John H. Leaver, Mutual Benefit Life, 
St. Louis, who seemed to represent the 
most conservative faction of the com- 
mittee, termed the wording ridiculous 
and asked how a full-time agent or his 
territory could be defined. A. R. Cars- 
tens, New England Mutual, Detroit, who 
throughout was the staunch champion 
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Home-Guard Fits BOTH 


Both to you and to your custo- 
mers, Home-Guard Insurance 
brings important advantages. 


From your viewpoint, there’s a 
big advantage in mortgage loan in- 
' surance that is optional with each 
customer. From the customer’s 
standpoint it makes real sense to 
cover the mortgage loan with life 
insurance at such reasonable cost. 





It is entirely logical that Old 
Republic should be the company to 
develop this improved Mortgage 
Loan policy. Through the past 
twenty years, Old Republic has be- 
come the largest company special- 
izing in life insurance on Consumer 
Credit, serving over 2,000 financial 
institutions. 


OLD REPUBLIC 


CREDIT LIFE INSURANCE COMPANY 
James H. Jarrell, Pres. CHICAGO, ILLINOIS 
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of the Detroit point of view, commented 
that of course such a definition can’t 
be nailed down, but if one worried about 
such a technicality there would be no 
progress anywhere in the life insurance 
business. 

The Detroiters introduced a resolu- 
tion recommending to the companies 
that agents’ pension plans fully vest in 
the early years. This touched off the 
contention of Richard E. Imig, New 
York Life, Sheboygan, that the compen- 
sation committee had no business get- 
ting technical over the details of pen- 
sion plans and that when it had rec- 
ommended that they be adopted it had 
gone as far as it could go. Mr. Carstens 
said the majority of the company plans 
vest on retirement and that this is a 
company device for holding agents 
captive. 

C. Vivian Anderson, Provident Mu- 
tual, Cincinnati, interposed that it was 
silly to talk about early vesting until 
the nature of the pensions was known, 
and whether the pension was to be 
contributory or not. Certainly a com- 
pany which paid for the entire pension 
could not be asked for early vesting. 

‘Mr. Carstens, a former group man, 
explained why the money _ purchase 
group annuities, which he said 98% of 
the companies providing this cover offer 
their agents,are inferior to the unit pur- 
chase type. He claimed that in the 
money purchase type the agent cannot 
look ahead to predict what he will draw 
upon retirement. Here he made the 
point which he repeated several other 
times that the insurance companies 
which do provide group and pension 
plans for their agents, do so on a basis 
that is so inferior that such plans could 
never be sold to an outside corporation. 


“Union” Move Charged 


Mr. Anderson leveled the charge that 
N.A.L.U., in trying to dictate terms of 
compensation on a blanket basis to com- 
panies of divergent natures which must 
pay agents out of policyholders funds, 
smacked of a union, “trying to get 
everything and give nothing additional 
in return.” Mr. Mackey bristled at this 
remark and called it completely out of 
order. Mr. Costello replied that 
N.A.L.U. may have to engage in a 
form of collective bargaining which is 
different from union bargaining, to get 
the agents’ compensation needs across 
to the companies. 

This drew support from Mac Bedole, 
Massachusetts Mutual, Detroit, and sev- 
eral others who pointed out that ordi- 
nary agents the country over are being 
made union-conscious. As Mr. Bedole 
maintained, these agents must be shown 
that N.A.L.U. does have some fighting 
power and bargaining power if they are 
going to be kept from looking to unions 
for their guidance. There were com- 
ments at this time and on several other 
occasions during the meeting on_ the 
action of Nola Patterson, Reliance Life, 
Atlanta, who reputedly is forming a 
union of ordinary life insurance agents. 

If the Detroiters represented one ex- 
treme of those present in their denuncia- 
tion of the compensation committee for 
inaction, the middle position was pre- 
sented by H. Kennedy Nickell, Connec- 
ticut General, Chicago, committee mem- 
ber and former chairman, who admitted 
that N.A.L.U. had moved slowly but 
said that it is now moving ahead more 
solidly and safely than ever before. He 
told' the Detroiters that Chicago too 
has a truly “democratic” advisory coun- 
cil, which has maintained confidence in 
the N.A.L.U. committee. 


What went on behind French doors in 
the trustees’ meeting often spilled out 
during the recesses when the trustees 
carried their concerns into the corridor. 
An example of this was the earnest ex- 
change of views by David B. Fluegel- 
man, Northwestern Mutual, New York, 
and Clifford H. Orr, National Life of 
Vermont, Philadelphia. Said Mr. Orr, 
“The big job today is education—both 
of the public and of the agent. Let’s 
not pretend that the average agent 
knows as much about life insurance as 
he should. If he doesn’t what can you 
expect of the public?” 


Ask Speedy Action to 
Get SS Cover for Agents 


(CONTINUED FROM PAGE 17) 


agent remains on a commission basis 
there is little the company can do to 
sv his pi ang 
t one point, David B. Fluege 

Northwestern Mutual, New York, = 
mented that it is contradictory that 
agents who go on record opposed to 
group insurance where the employe. 
employer relationship does not exist 
or is at best tenuous, have exactly such 
a group insurance arrangement with 
their own companies. 


Gratuitous Insurance 


Mr. Fluegelman was instrumental jn 
having deleted from section four of 
the printed report the sentence, “We 
favor the proposal that gratuitous ip- 
surance, not convertible upon termina- 
tion of service, be substituted for NSLI 
in the case of all new entrants to the 
armed forces in the future.” 

The reference to gratuitous cover was 

also deleted from the following sentence, 
This left the section lending positive sup- 
port only to action of Congress in fixing 
a terminal date for NSLI. 
_ Mr. Fluegelman reasoned that there 
is no necessity for the committee nor 
the association to endorse gratuitous in- 
surance. If it were proposed in Con- 
gress, he said he felt no opposition 
should be raised. After all, why couldn't 
servicemen buy insurance, he asked? 
They can still get it after they put on a 
uniform. No bugles blew in the: com- 
mittee room. 

A minor deletion in section eight of 
the written report injected a bit of 
humor, This section is devoted to a 
description of the single-blessedness of 
having both agents and manager “under 
the tent” in N.A.L.U. At one point the 
report says, “The committee of agents, 
representing our group, and the general 
agents and managers committee, repre- 
senting field management united under 
the banner of the N.A.L.U. provides us 
with the perfect set up.” 


Nickell Expostulates 


“Good Lord,” exclaimed Ken Nickell, 
Connecticut General, Chicago, “do you 
mean to tell me there is such a thing 
as a perfect set up? Mr. Costello al- 
lowed as how there wasn’t and ascribed 
the excessive optimism to a headquarters 
zealot. “Perfect” was stricken from the 
report as was another bit of “editorial- 
izing from the New York end.” In that 
portion commenting on how with two 
separate associations, one of agents 
and one of managers, dues would have to 
be tripled and the report comments, 
“and they (dues) are hard to collect 
from a great number of underwriters 
at the present rates.” The members 
voted out this on the grounds that it was 
interesting but irrelevant. 

Mr. Carstens and several others, while 
this section was under discussion, ad- 
mitted that progress had been made in 
securing greater representation of agents 
on the board of trustees, but still 
thought that there were far too many 
general agents in the top posts. Mr. 
Carstens seemed to feel that the ability 
of a man to pay his way to a conven- 
tion should have nothing to do with 
whether he should hold national office. 

Mr. Fluegelman countered that the 
expense was not the object, but it was 
the time requirements imposed by na- 
tional office which precluded and al- 
ways would preclude too stout a repre- 
sentation of agents among the high 
brass. 


T. D. Acts on Gearhart Law 


WASHINGTON—The Treasury De- 
partment has issued a decision amen 
ing internal revenue regulations 90, %, 








106, 107 by inserting therein pertinent 


provisions of public law 642, the Gear- 
hart act, clarifying the definition of “em- 
ploye” as excluding independent con- 
tractors and others not classed as em- 
ployes under common law. 
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Gratuitous over for any group of insurance agents to CORDIAL GREETINGS 


“A little excitement was injected into 


the exceptional calm of the nationak 


council meeting Wednesday afternoon 
following the explanation of the amend- 
ment to the written report of the com- 
mittee of agents by John P. Costello, 
Southwestern Life, Dallas, chairman of 
the committee. The committee had 
yoted to delete from its report the half 
of its section on N.S.L.I. endorsing 
substitution of gratuitous insurance not 
convertible upon termination of service. 
This left in the section only a com- 
mendation of the efforts of the veterans 
affairs commitee to fix a terminal date 
for N.S.L.I. 

ohn D. Marsh, Lincoln National, 
Washington, chairman of the veterans 
affairs committee, took the floor in ob- 
jection to the deletion. He said that 
to commend termination is not enough 
i now the established 
N.A.L.U. policy to offer gratuitous in- 
surance as a substitute. 

Executive Vice-President James E. 
Rutherford took the floor, backing Mr. 
Marsh’s contention. He stated that to 
mutilate the N.S.L.I. recommendation 
would be to run counter to the policy the 
veterans committee was pursuing in 
Congress. He reported the outlook is 
now better for Congressional approval 
of a termination date than it has ever 
been before, but that the gratuitous al- 
ternative would have to be offered. 


come out positively for gratuitous in- 
surance. If gratuitous insurance is pro- 
posed in Congress, he indicated that the 
committee didn’t feel it should be op- 
posed but felt positive support should 
not be lent to it. The question Mr. 
Fluegelman had raised earlier in the 
commitee session was why any service 
man couldn’t pay for private protection. 

The council voted to restore ‘the 
deleted paragraph in the committee re- 
port. 


Act on Quality Awards 


To take care of cases not covered 
clearly in the prescribed procedure in 
making the national quality awards, 
the board of trustees approved the dele- 
gation of authority to interpret the na- 
tional quality award rules, and make 
changes in them, acting jointly with the 
committee on quality business or a 
sub-commitee, or L.I.A.M.A. 








Van Horn Training Chief 
Paul E. Van Horn has been appointed 

director of field training at Guardian 

Life. He entered insurance in 1935. 





Union Central Life’s home office is 
represented by Vice-president Wendell 
F. Hanselman and Assistant Vice-presi- 
dent Harold P. Winter. 





John Newton Russell Plaque 
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to the members of the 


NATIONAL ASSOCIATION 


of 


LIFE UNDERWRITERS 


assembled in St. Louis for what we hope will be their 
most successful annual meeting. 


‘CROWN LIFE 


ESTABLISHED HOME OFFICE: 
The Crown Life is now licensed to operate in Alaska — California — Hawaii — Idaho 


— Indiana — Lovisiana — Michigan — Minnesota — Missouri — New Jersey — New 
Mexico — North Dakota — Ohio — Texas — Washington. . 











There ARE 


Many Who Agree 


THAT -there are real and frequent opportunities with a YOUNG, 
GOOD, AGGRESSIVE COMPANY. 


THA TLan immediate and larger income for the salesman can be 
built and maintained through the DUAL PROTECTION PLANS if 


all offered through one good company. 


THAT-a large, satisfied clientele can be built—more rapidly— 
more enduring—more profitable—with a company writing a full line 
of PERSONAL INSURANCE — LIFE, ACCIDENT, HEALTH, 
HOSPITALIZATION, GROUP, WHOLESALE. 


IF 


You are among those who AGREE, we invite your 
inquiry into our Company policy kit, procedures, 


and opportunities 


Salesmen, Managers, 


available for representation as 
and Supervisors, in MIS- 


SOURI, IOWA, NEBRASKA, KANSAS, NORTH 
DAKOTA, SOUTH DAKOTA AND MIN- 
NESOTA. Write B. Taylor, Agency Vice-President. 





A ed 


W. RALPH JONES A-wcciondé 
Bansas City 6, MISSOURI 


Faithful Service for a Third of a Century 
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Changes Sought in 
Group Definition 


(CONTINUED FROM PAGE 10) 


take toward revision of their group laws 
next year. The committee again re- 
views the arguments against group cov- 
erage for trade associations which were 
presented to the commissioners in 1946. 

New Jersey was the only state to 
adopt N.A.L.U.’s model qualification 
and license bill in 1948. The bill failed 
of passage in Mississippi and the meat 
of it was omitted from the new code 
adopted in Louisiana. The associations 
in Arkansas. Iowa, Texas and West 
Virginia have announced that they will 
sponsor the bill in 1949. 

“Your committee believes that our 
ultimate goal should be the complete 
elimination of the temporary license. 
However, 90-day temporary licenses for 
agents who are to perform debit duties 
are deemed necessary by our members 
and by companies in a number of the 
states. It is pointed out that in the in- 
terest of the policyholders on a debit, 
the services of an agent must be avail- 
able continuously, therefore, vacancies 
must be filled as quickly as possible.” 

In regard to extension of savings 
bank life insurance, to which N.A.L.U. 
already has expressed its opposition, 
the report says: 

“Savings bank life insurance should 
never have been started; it should not 
be extended to other states; and N.A. 
L.U. pledges its full support to prevent 
such a thing happening. All our legis- 
lative committees in states where mu- 
tual savings banks exist should be pre- 


pared to oppose this legislation in 1949.” 

A number of states now have laws 
which allow guardians and trustees to 
invest funds of their infant wards or 
trust estates in life insurance or annuity 
contracts. “We believe that this legis- 
lation is beneficial for the general public 
and for our business. Our general coun- 
sel examined the existing laws and pre- 
pared a draft of a simple form of bill 
to allow such investment. We urge 
that consideration be given in each state 
in which such a law does not now exist 
to sponsoring the adoption of this legis- 
lation. 


County and Municipal License Taxes 


“All our members should be con- 
cerned over the increasing efforts on the 
part of counties and municipalities to 
levy business privilege, occupational or 
license taxes on companies and life un- 
derwriters. In 1947, bills to enable 
these political subdivisions to levy such 
taxes were introduced in 12 of the 44 
legislatures then in session. Undoubt- 
edly the need of counties and cities for 
additional funds will result in the sub- 
mission of tax proposals of this type to 
many of the legislatures which will be 
in session in 1949. This committee 
strongly urges that our leaders in the 
various states be on the alert for such 
proposals and be prepared for immedi- 
ate and strong opposition to them. The 
premium taxes paid by our companies 
to the states were originally levied to 
meet the cost of supervision. On the 
average, less than 5% of such taxes are 
now used for that purpose. For the most 
part, they now constitute a tax upon in- 
dividual thrift and provision for the fu- 
ture.” 
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Quality Award 
Recipients Up 
43% This Year 


As chairman of the conservation com- 
mittee, 


Richard E. Imig, New York 
Life, Sheboygan, 
Wis., reported that 
7,082 members of 
N.A.L.U.  success- 
fully met the re- 
quirements for the 
1948 national qual- 
ity award. This 
represents a_ gain 
of nearly 43% over 
the number who 
qualified for the 
award last year. 
These quality pro- 
ducers are located 
in every state in 
Richard E. Imig the Union, plus the 
District of Columbia and the territories 
of Hawaii and Alaska (six members 
from the latter included in Seattle asso- 
ciation). They represent 136 legal re- 
serve life companies, large and small, 
writing strictly ordinary or industrial 
business, or a combination of both. 
They are located in rural as well as 
metropolitan areas and they represent 
the backbone of the American agency 
system, 


Production Stable, Persistent 


At the conclusion of the fourth year 
since the inauguration of the national 
quality award, a study of the records 
convincingly proves the stable, persist- 
ent production, year by year, of those 
who qualify for the award. Of the 7,082 
who received the award this year, 739 
qualified for their fourth successive 
year. ; 

Nearly 60% of those who qualified 
for the award in 1944-45, the year of its 
inception, have qualified each succeed- 
ing year since then. This year 1,330 
repeated for the third successive time, 
and 1,467 for 1947 and 1948. Of the re- 
mainder many have qualified for two 
or three years but not successively. A 
striking fact revealed by a further an- 
alysis of the statistics is that 3,307 quali- 
fied for the first time this year. 


More Women Qualifiers 


Of the qualifiers for the 1948 award 
162 were women producers, an increase 
of 40% over last year. Of these, 13 were 
four-year recipients, 38 three-year quali- 
fiers and 42 repeated for the second 
successive year, while 65 new women 
met the requirements this vear. 

To further encourage persistency of 
qualification among present holders of 
the award, the committee, acting jointly 
with the committee on quality business 
of L.I.A.M.A., is considering a specially 
designed certificate for these who will 
qualify for five successive years in 1949. 

About 14% of the membership of 
N.A.L.U. met the national quality 
award requirements this year, against 
9.9% last year. 





Hawaii’s Percentage Highest 


Hawaii for the second year showed 
the highest percentage of its member- 
ship qualified for this year’s award. 
Arizona, Wisconsin, North Dakota, 
Nebraska, Michigan and New Jersey, 
all registered more than 20% of their 
membership. Among the larger states 
New York qualified the largest number 
of national quality award winners, with 
867. Ohio (530), Illinois (520), Pennsyl- 
vania (513), California (469), Michigan 
(316), Texas (278), New Jersey (223), 
Wisconsin (221), and Indiana (208) 
represent the 10 leading states. Follow- 
ing the suggestion of last year’s com- 
mittee, competition between the various 
states was heated this year. 

New York City continued to lead all 
associations’ in the total number of 
qualifiers, with Chicago second, Phila- 
delphia third, Los Angeles fourth, and 
Detroit fifth. All of those cities qualified 
in excess of the national average. 


Present and Future 
Compensation 
Plans Reviewed 


The report of the committee on com- 
pensation, H. Cochran Fisher, Aetna 
Life, Washington, 
D. C., chairman, re- 
viewed some of the 
principles of com- 
pensation which al. 
ready have been qa 
proved and also of- 
fered a number of 
matters for further 
study. 

On the question 
of first and renewal 
commissions, it re- 
fers to the decision 
that “50% and nine 
ms 5% renewals, or its 

° equivalent, is the 
minimum that should be vested in build- 





Cc. Fischer 


career agents’ contracts,” and says that 


“obviously, it is the intent of the state- 
ment that the full first and renewal com- 
missions named in the contract, or the 
mathematical equivalents thereof, shall 
be vested in the agent. The figures used 
would not be applicable in the case of 
certain types of policies such as term 
insurance and some limited pay life and 
endowment policies which, under the 
terms of most contracts, pay lower first 
and renewal commission than those 
stated.” 

It states that a great number of com- 
panies feel that a new agent cannot be 
regarded as “established” until the end 
of his first year, and in some cases not 
until the end of the second year, and 
have adopted compensation plans for 
new agents under which they do not 
reach the end of the training period 
in debt to the general agent or the 
company. 

“The policy is in the public interest 
as well as in the interest of the busi- 
ness,” the report says. It should aid 
in inducing more well qualified persons 
to enter the life insurance business and 
that would be in the interest of the pub- 
lic, the companies and_ established 
agents.” 


Matters for Further Study 


It lists the following as matters that 
should receive further study to the end 
that attention may be given to adoption 
of policies with respect to them: 

1. Pension provisions for veteran 
agents who are past the retirement age 
named in a company pension plan at the 
time of its adoption or are beyond the 
age of eligibility to enter it. Some com- 
panies have made provisions for these 
agents and others have such provisions 
under consideration. 

2. Provision in pension plans under 
which an agent may take his contribu- 
tions and interest (1) in cash or (2) as 
a paid-up annuity if the contract is termi- 
nated prior to normal or optional re- 
tirement date. : 

3. Service fees on business already in 
force at the time such fee is established 
by a company. Policyholders are entitled 
to service on all life insurance they own. 

4. The trend towards lower commis- 
sions on new policies and “special” poli- 
cies. Many field men have been out- 
spoken in their opposition to this trend. 

5. More adequate compensation for 
supervisors entrusted with the responsi- 
bility of developing loyal, successful and 
effective field man. 

6. Compensation to brokers as com- 
pared. with that given the full-time 
career agent of a company. 

7. Competition from so-called brokers 
who are in reality organizations created 
and owned by officers of a corporation 
for the purpose of buying insurance. 

8. Study of section 213 of the New 
York insurance law and the prepara- 
tion of an understandable explanation to 
- placed in the hands of all the mem- 

ers. 
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FOR COMPLETE INFORMATION ON THE MOST 
ATTRACTIVE AND UP-TO-DATE JUVENILE PLAN ON 
THE MARKET WHICH, TAKEN OUT AT AGE 0— 


|. Pays full benefit after six months. 
2. Becomes fully paid up for a full thousand in 
less than twelve years. 


3. Pays liberal commissions and renewals, write 
to the 


BANKERS MUTUAL LIFE COMPANY 
Home Office Freeport, Illinois 
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Welcome TO ST. LOUIS! 


and to Missouri's first wholly mutual 
legal reserve life insurance company. 

WE WANT GENERAL AGENTS IN— 
IOWA 
MISSOURI 
ARKANSAS 
KENTUCKY 
LOUISIANA 
MISSISSIPPI 


For Further Information Contact J. DeWitt Mills 
Superintendent of Agents 
Phone: CH 4725 


MUTUAL SAVINGS 





812 Olive St. St. Louis, Mo. 


ALLEN MAY, President 




















Sell Complete Protection 


North American Life agents are providing 
their policyholders with complete personal 
protection — Life — Accident — Health — 
Hospitalization — Lifetime Disability Cov- 
erage. 


AGENCY OPENINGS IN 
Calif., Ill., Ind., Kan., Mich., Mo., Neb., 
N. J., N. D., Ohio & Wis. 





NORTH AMERICAN LIFE 
INSURANCE COMPANY 


OF CHICAGO 
C. G. Ashbrook, Vice Pres.-Director of Agencies 


North American Building, Chicago 3, Illinois 











Our Expansion Program 
has. created 


SOME UNUSUAL 


AGENCY OPPORTUNITIES 


ARIZONA, COLORADO, CALIFORNIA 
KANSAS, TEXAS, MISSOURI 
OKLAHOMA, NEBRASKA 
MINNESOTA, MONTANA 
IOWA, WYOMING 
NORTH & SOUTH DAKOTA, NEW MEXICO 
OREGON, WASHINGTON, NEVADA 


New Business Volume is up et 


NATIONAL RESERVE LIFE 


INSURANCE CO. 
Topeka, Kansas 
and 


POLICYHOLDER’S NATIONAL 


LIFE INSURANCE COMPANY 
Sioux Falls South Dakota 


— "ASSOCIATED COMPANIES” — 
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Congratu lations 


To the members of the 
National Association of Life 
Underwriters on this, their 
Fifty-ninth Annual 
Meeting: 


Equitable Lite 
Of lowa 


Founded 1867 Des Moines 














A turtle with his armored shell .. els very safe, it’s true 
. And that’s just fine for turtles... But it just won't do 
for you .. . Now you can have protection. ..In a new 
and better way ... By getting three whole “shells” in 
one (Life-Accident-Health) ... 

when protected by 


Yacness Wlend 
Clacutance Ce. 


THE HOME OF COMPLETE PROTECTION 
B. M. A. BUILDING e KANSAS CITY, MO. 





Greetings. 


THE NATIONAL ASSOCIATION OF 
LIFE UNDERWRITERS 


Agency Opportunities — Alaska, Arizona, California, 
Colorado, Hawaii, Idaho, Illinois, Indiana, Michigan, 
Missouri, Montana, Nevada, New Mexico, Pennsylvania, 


Ohio, Oregon, Texas and Washington 


Writing life, accident and health, hospitalization 


BENEFICIAL STANDARD LIFE 
INSURANCE COMPANY 


724 SoutH Sprinc Sr. Los ANGELES 14, CALIF. 

















@ EXPANDED TERRITORY OF OPERATION 
(Four new states, California, Colorado, Minnesota, Delaware, added in 
past eighteen months) 

@ AGGRESSIVE DEVELOPMENT OF OLD AND NEW 
TERRITORY 


(fourteen new general agency appointments in two years) 


@ MODERNIZED BASIS OF AGENT'S COMPENSATION 


@ COMPLETE INTRODUCTORY AND ADVANCED 
TRAINING PROGRAMS FOR AGENTS 


@ en PROVED—SALES AIDS AND SALES 
PLAN 


@ ENLIGHTENED AND ENTHUSIASTIC HOME OFFICE 
AGENCY COOPERATION 


A half dozen Bankers Life points that mean 
“opportunity” for Bankers Life men. 


Ask any Bankers Life of Nebraska man what HE 
thinks about HIS future, and you'll see whet 
we mean. 


(Sanlers Lift 


OF RANCE COMPANY 


~ NEBRASKA 
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NATIONAL LIFE company wontrevier VERMONT 


PURELY MUTUAL ESTABLISHED 1850 




















Congeitalalions 


TO JEFFERSON STANDARD LEADERS 


TT 2 


1948 Million Dollar Round Table Qualifiers 


oat Andrews, Greensboro, N. C. (Life Member, 5th Qualifica- J. T. ~- C.L.U., Gastonia, N. C. (Life Member, 5th Qualifica- 
ion cation, 


W. A. Bethune, Charlotte, N. C. (2nd Qualification) J. C. Myrick, Shreveport, La. (1st Qualification) 


Ralph G. Bosher, Virginia Beach, Va. (Life Member, 3rd Qualifi- Joseph L. Norman, Long Beach, Calif. (Life Member, 3rd Qualifi- 
cation) cation) 


bay" ~ or Brooks, Charlotte, N. C. (Life Member, llth Qualifica- - Norman, Long Beach, Calif. (Life Member, 3rd Qualifi- 
ion cation: 


Newton W. Carr, Jackson, Miss. (2nd Qualification) Ray S. Peters, Denver, Colo. (2nd Qualification) 
Albert Lee Smith, Birmingham, Ala. (Ist Qualification) 


1948 Qualit d Qualifiers 


fi 
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. S. J. Hancock 
Forest L. Hedges 
Dick Hinton 


P ae 


A. 
G. Janszen " Sidney Baxter Wilson 
J i Fia. Kenneth C. Wright 


more than $800,000,000 
Insurance in Force! 














JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


(a ETT — RALPH C. PRICE, President FOUNDED I907 GREENSBORO, N. C. 
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